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March . . . 1938 


GROUP of feed dealers meet- 
ing the other day were dis- 

cussing cut-price competi- 
tion. Everybody seemed perturbed 
except one successful feed man who 


arose in the midst of the discussion 


and said: “Price cutting competition 
doesn’t cause me much trouble. I 
have always strived to show a genuine 
interest in my customers’ problems. 


To them I am a personal friend as 
well as a feed dealer. I stay on friendly 
terms with my competitor and, above 
all, sell only products of the highest 
quality.” Here is something to think 
about the next time you have a cut 


price situation in your locality. 


MERCHANDISING MAGAZINE 
OF THE FEED INDUSTRY 
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CONSISTENT QUALITY 


IG JO flour sold this month is of 


It is ALWAYS dependable. 


BEST IN THE WORLD 


Many dealers have handled BIG JO 
flour since the mill was started more 
than a half century ago. They as 

well as their custom- 

ers are convinced that 

BIG JO really is 

“Best in the World” 


NS 
WABASHA ROLLER MILL © 


JO FLOUR 


the same high quality as that sold 
a year ago. Housewives know it never 
fails to give uniform baking results. 
And that is why BIG JO dealers enjoy 
steady, repeat business from new as well 
as old customers, year in and year out. 


ROLLER MILL COMPANY 
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oo ‘Bread is the best and cheapest food™ a 

i Wf ih 


MILLFEEDS FEED BARLEY 
BREWERS GRAINS BROKEN BARLEY 
DISTILLERS GRAINS BARLEY CHAFF 
MALT SPROUTS MALT HULLS 
LINSEED MEAL SCREENINGS 
SOYBEAN MEAL Of All Types 


* 


For the convenience of our Wisconsin trade we 
have a warehouse at Milwaukee where we carry a full 
line of feeds and feeding ingredients and the quality 
products listed below. 


CLO-TRATE MARVITA 
SEMI-SOLID BUTTERMILK 
PRATT'S FEED and REMEDIES 
DAWE'S VITAMELK 
SWIFT'S MEAT SCRAPS, BONE MEAL 
and TANKAGE 


FEED-GRAIN 
EENINGS 
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Firms that spend money to build good 
will are less likely to do anything that 
might nullify the effect of their adver- 
tising than firms making no such in- 
vestment. It will pay readers to trade 
with The Feed Bag advertisers. 
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Your Flour and Feed Stock 
“resh and WellBalanced at All Times FRANKE GRAIN CO. 


-} Our mixed car plan makes this possible 


vithout delay and without a heavy invest- a 
‘ent on your part. Our lines cover all items a 
‘n popular demand. EXCELSIOR products 
ore enthusiastically endorsed wherever used 
because of their excellence of quality. ‘Wheat 
PETER PAN FLOUR (Family Short Patent) Wheat Middlings HI 
PRIZE MEDAL FLOUR (Bakers Short Patent) Rye Middlings f 
EMPIRE FLOUR (Standard Patent) Matt Sproute a 
Excelsior’s 40% Concentrate 
Excelsior’s Egg Mash, Sr.,—also Jr. 18% 
Excelsior’s Growing Mash 18% Linseed Meal ae 
Excelsior’s Starting Mash 18% ‘ 
Excelsior’s Pig Meal 18% Soybean Meal 
Excelsior’s 16% Dairy Feed (also 20, 24 and 32%) 
Excelsior’s Grain Balancer 32% Oatteed 
Excelsior’s All Mash Starting and Growing..................... 18% ' 
Excelsior’s Turkey Growing Mash 22% 4 
Excelsior’s Turkey Starting Mash 26% 


Excelsior’s Complete Hog Feed 15% ' 
Excelsior’s Camel Fancy Wheat Feed 16% 


BRAN — STANDARD MIDDLINGS 
FLOUR MIDDLINGS—RED DOG ® M | LW A U K 

Excelsior Milling Company 
MINNEAPOLIS, MINN. 

FRANK J. KOVARIK, President and Manager 


STRONG-SCOTT 


GRAIN AND STOCK EXCHANGE 


Triple Action Dry Feed Mixer designed agitator | 
inder, ich, 
For Thoroughly Mixed Dry Feed with Planetary 


gear speed reduc- 


The Strong-‘Scott Triple Action Feed Mixer is a complete one- 50% on operating 
man unit that mixes perfectly and economically. It is built to last. 


1. Combination V-Belt and Planetary gear drive. This 
efficient drive arrangement cuts power costs—for in- 
stance, one ton mixer requires only 5 h.p. 2. Loading 
Hopper. 3. Elevating Leg. 4. Sacking Spout. 


Pneumatic Attrition Drill 
Eliminates Fires and Dust Explosions 


1. Feed is elevated by means of grinding 


motors without reduction in grinding 3. Removable cover for changing plates. 
capacity. 4. Feed is cool when sacked. t 

Se 2. Adjustable non-choking feeder. 5. Unusually heavy base—sturdy con- | 

struction. 

Everything Jor Every Mill, Elevator 
and Feed Plant Have you a copy of our Feed 

he Strong-Scott Mfg Co. T ROR Mill Equipment Catalog? 
Minneapolis Minn. Great Falls Mont. ScoTy If not, write for it. a 
FRED H. CHASE, Representative Box 124, OSHKOSH, Wis. a 
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There’s profit for dealer and feeder alike in Gold Medal 
Tarme-tested Feeds for cows, calves, pigs, poultry and dogs. 
Time and again, these rations have proved they get the 
improved health, production and profit that feeders want. 
The Gold Medal dealer benefits through steady repeat sales 
and satisfied customers. 


Read over the list of Gold Medal Farm-tested Feeds at the 
right. Every one of them means increased business for you. 
Each is backed by an effective sales and advertising program 
that works for Gold Medal dealers all the year round. Right 
now it’s getting poultrymen lined up to feed Gold Medal Chick 
Builder when baby chicks arrive. Put it to work for you, too! 


Drop us a postcard for full details NOW! 


WASHBURN CROSBY COMPANY 


(Trade Name) 
Central Division of General Mills, Inc. 


Minneapolis Kansas City 
‘Farm-tested is a registered trade mark of General Mills, Inc. 


Gold Medal ‘Furm-tested’ Feeds 


REG. PAT. OFF. 


Are Proved Profit Producers 


Sell the Full Line of 
Gold Medal Feeds 


Gold Medal Dairy Ration 
Gold Medal Dairy Supplement 
Gold Medal Calf Builder 


* 
Gold Medal Pig and Hog Meal 


* 


Gold Medal Chick Builder 

Gold Medal Egg Mash 

Gold Medal Mash Concentrate 
Gold Medal Broiler Ration 


* 
Gold Medal Turkey Builder 
Gold Medal Turkey Finisher 
Gold Medal Adult Turkey Mash 
* 


Gold Medal Dog Food 


MAIL THIS COUPON TO OUR NEAREST OFFICE 
= Washburn Crosby Company Dept. G-3 


Yes! I'd like to know more about the Gold Medal franchise and how it will help my 
business. ! understand that this coupon does not obligate me in any way. 


State 
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MILWAUKEE, WISCONSIN 


DAVID K, STEENBERGH, Managing Editor 


Volume Fourteen 


MARCH, 1938 


Number Three 


More Baby Chicks to Be Purchased 
By Poultrymen This Year 


@ Greater Opportunity for Feed Sales 


OULTRY farmers in all parts of the 
United States will buy on the aver- 
age of 8 per cent more baby chicks 
than ihey did last year, according to re- 
ports from crop correspondents of the 
United States department of agriculture. 
Some sections will show double this gain. 

Wherever you are operating as a feed 
dealer you can anticipate that there will 
be possibilities for a greater tonnage for 
you. This favorable outlook as compared 
to last year should inspire you to greater 
merchandising effort. 

Feel Out the Customer 

The successful dealer has his program 
planned before the baby chicks begin to 
arrive. He makes it his business to ask 
customers who come into the store if they 
are going to increase their flocks and he 
hands them advertising literature that 
gives valuable hints on poultry raising and 
tells why his brand of feed is the best to 
use. He visits local hatcherymen and ar- 
ranges for them to supply him with lists 
of all farmers in his territory who make 
purchases of baby chicks. In many in- 
stances the dealer might agree to act as 
an agency for the hatchery. A friendly 
call is also paid to the local postmaster, 
for. it is he who can tell the dealer where 
mail-order chicks have been delivered. 

Stock Up in Advance 

The successful dealer also orders his 
stocks of feed and poultry supplies well in 
advance, so that he will not be caught 
short when the rush season arrives and so 
that he can display his spring merchandise 
before his competitor. During slack pe- 
riods of the day you can find him poring 
over his mailing list, weeding out the poor 
prospects, correcting addresses, etc. He 
plans his direct mail, even preparing some 
of the pieces weeks before they are ready 
to be sent out. This saves time for actual 
selling work when the season is at its 
peak. 

The successful feed dealer also strolls 
into the local newspaper office to pay his 
subscription and has a talk with the edi- 
tor. Together they map out an advertis- 
ing campaign. And the dealer also agrees 
to furnish several good articles on poultry 
raising and management which the editor 
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can run as publicity in his columns. 

Advertising will pave the way and may 
bring some actual orders, but don’t expect 
it to do all the work. The real selling is 
done by personal contact out there on the 
farms. The dealer should make as many 
calls as he possibly can himself. His serv- 
iceman (if he has one) the truck driver, 
and even the warehouse men should be 
sales minded, radiating a spirit of friendli- 
ness and helpfulness that make the cus- 
tomer feel his problems are of primary 
consideration. 

Merchandising ideas that are out of the 
ordinary should also be employed to put 
pep into the selling program. Try the 
following which have brought additional 
sales for feed men in various parts of the 
country: 

Poultry Remedy Week 

One week each spring a Wisconsin feed 
store owner devotes his display windows 
and advertising and selling efforts to poul- 
try remedies. This is usually done about 
the time that baby chicks are being pur- 
chased on the farms and when they are 
most susceptible to the many diseases 
which ravage poultry flocks. He also in- 
duces his local newspaper editor to run 
several articles which he furnishes on vari- 
ous poultry ailments and inserts advertise- 
ments on his remedies along with them. 
The “remedy week” has been instrumental 
in boosting this department of the dealer’s 
business from a corner shelf proposition 
to a profitable sideline. 

In Iowa a feed dealer conducted a spe- 
cial sale on poultry feeds and supplies for 
the benefit of selected customers only. He 
had a large number of admission tickets 
printed and sent these to persons who had 
been trading at the store for many years. 
In a letter, it was explained that the sale 
was in appreciation of past patronage and 
that regular customers only would be en- 
titled to the listed bargains. The idea 
made those receiving the letters feel im- 
portant and resulted in the moving of a 
large volume of feed. 

With every 500 pounds of laying mash 
purchased, a New York feed merchant 
offers a wire basket for gathering eggs. 
The baskets when ordered in large lots 


prove to be inexpensive trade pullers. In 
the bottom of each one, the dealer pastes 
an advertisement of the feeds with his 
phone number appearing in large type. This 
is done for the purpose of reminding the 
customer to call for a repeat order after 
the first lot is exhausted. 
Egg Laying Contest 

“How many eggs will these ten hens 
lay in one month?” was the sign a Michi- 
gan dealer placed at the top of a specially 
constructed wire netting cage in his store. 
Each customer was entitled to one guess 
and the three persons coming nearest to 
the actual total received various amounts 
of laying mash as prizes. In choosing the 
birds for the contest the dealer was espe- 
cially careful to select good stock which 
would produce well. An attractive display 
of poultry feed flanked each side of the 
hen cage. Business showed an appreciable 
increase during the contest and for many 
weeks afterward. 

Conducts Egg Meeting 

Determined to assist his farm customers 
in getting top prices for their eggs, a pro- 
gressive Pennsylvania feed dealer engaged 
an expert from a produce buying company 
to demonstrate the proper way to candle 
and grade the eggs and to explain which 
types commanded the highest premium. 
The idea attracted a large crowd of inter- 
ested poultrymen and the dealer took ad- 
vantage of the opportunity to feature a 
display of his mashes. Cards posted in 
conspicuous places pointed out that the 
dealer’s brand of mash produced high- 
grade eggs. As a supplement to the meet- 
ing the dealer introduced a dependable 
type of egg candler which he offered to 
the customers at cost. They appreciated 
the trouble he had undergone on their be- 
half, and he was well repaid because a 
greater income for eggs gave the custom- 
ers more money to buy feeds and to pay 
their bills. 

The poultry season for 1938 looks 
brighter than it did last year. Make your 
plans for it now and follow through with 
systematic merchandising and good hard 
work. Let the roosters crow lustily on the 
pep your feed provides and soon you, too, 
will be crowing about extra profits. 
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@ H.C. BRAND, former manager of the 
Quaker Oats Co., Fort Dodge, Ia., has 
been transferred to Des Moines to become 
head of the firm’s grain department there. 
He has been associated with the company 
31 years. 


@ WILL W. WHITNEY has sold a part 
of his interest in the Bloomingdale Mill- 
ing Co., Bloomingdale, Mich., to Louis M. 
Edgerton who will take over the manage- 
ment July 1. Mr. Whitney will celebrate 
his 75th birthday anniversary March 25. 


@ Jj. JAY Morlan has been appointed 
Minnesota representative for the Dawe’s 
Vitamelk Co., Chicago. He will make his 
headquarters in the Sheridan hotel, Minne- 
apolis. 


AND GROWER | 


| Keep On Gn! 


By KENNETH CRANE 


lf the day looks kinder gloomy, 
And your chances kinder slim, 

If the situation’s puzzlin’ 

And the prospects awful dim, 

If perplexities keep pressin’ 

Till hope is nearly gone, 

Just bristle up and grit your teeth 
And KEEP ON KEEPIN’ ON. 
There ain’t no use in growlin’ 

And grumblin’ all the time. 

There’s plenty laws these days we know, 
But smilin ain’t no crime. 

With hay run short and cattle thin, 


Stock STERLING MASHES NOW 
for Bigger Spring Profits ! 


The 1938 hatching season brings a real opportunity for extra sales and 
extra profits. Poultrymen want a fast-working feed for their spring chicks 
—and here’s your chance to cash in! Be ready to sell them Sterling All 
Mash Chick Ration and Sterling All Mash Chick Starter and Grower. 
Here are feeds that can’t be beat for build- 


ing chicks quickly and safely—and North- 
rup, King’s radio program will be telling 
these facts to thousands of listening poul- 
trymen! Farmers in your district will hear 
how Sterling Chick Rations will do a real 
job for them. They’ll be asking for Sterling 
All Mash Chick Ration and Sterling All 
Mash Starter and Grower at your store. 
Be ready to handle the first calls! Stock 


Sterling Chick Mashes now. 


Tune In to WCCO Daily 
Monday Through Saturday, 7 A. M. 


Order Seeds with Feeds 
for Mixed Car Savings 


Remember — by ordering 
Northrup, King’s feeds and 
seeds in mixed cars you can 
buy at a carload price. Be- 
sides you get a saving in 
freight. Take advantage of 
these savings to increase your 
earnings. Write Northrup, 


King & Co. for details 


Everything for the 
Feed and Seed Merchant 


NORTHRUP, KING« CO. 


Minneapolis, 


DEPENDABLE 
SINCE 1884 


Minnesota 


There’s plenty cause for cussin’, 
But if you've health, hang on to it, 
You'll ruin it all by fussin’ 
Quiters never win a fight, 


ENNETH E. CRANE doesn’t 
know it, but he saved us 
from getting the gong this month 
because we were plumb out of 
ideas on what to write in the way 
of a poem. Here is his contribu- 
tion, and a good one, to read and 
observe in opening this new 
spring season. Kenneth is the 
son of E. J. Crane, successful 
operator of a chain of feed 
stores, with headquarters at Chip- 
pewa Falls, Wis. We feel another 
dry spell in poetry coming on so 
why don’t one of you dealers sit 
down and help us out for the 
April issue. Meantime, many 
thanks, Kenneth Crane, and 
“Keep on Keepin’ on.” 


EMIL J. BLACKY. 


And frettin’ never pays, 

There ain’t no good in broodin’ on 
These pessimistic days. 

Smile just kinder cheerfully 

When hope is nearly gone 

And always keep rememb’rin’ 

It’s darkest ’fore the dawn. 

So plant your crops and pray for rain, 
Because before yowre knowin’ 

You'll have those critters out and in 
Them pastures, green and growin’. 

And thinkin’ back on winter months 

So dark and woe-begone, 

You'll thank your stars you grit your teeth 
And KEPT ON KEEPIN’ ON. 

@ CHARLES NEULS, well known feed 
and grain dealer, South Scranton, Pa., died 
at his home February 27 as the result of 
a paralytic stroke. He was 87 years old. 
@ A.V. (VIC) JAY, National Oil Prod- 
ucts Co., Harrison, N. J., is enjoying a 
vacation at Miami, Fla., with his wife. 
“It’s been sunny and warm every day.” 
he writes, “and there hasn’t been any rain 
for two and one-half months.” 

@ KEMP FEED CO., Sigourney, Ia., has 
moved its business to a new location in 
the White building of that city. 


@ CENTRAL HARDWARE CO., Well- 
ston, Mo., has opened a poultry feed and 
supply department in connection with its 
present business. 


ARTHUR TEWELES DIES 
Arthur Teweles, former partner in the 
firm of Teweles and Brandeis, Sturgeon 
Bay, Wis., recently separated, died March 
2 of a heart ailment at a Green Bay, Wis.. 
hospital. He was a cousin of Max Teweles. 
L. Teweles Seed Co., Milwaukee, Wis. 
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New Agricultural Adjustment Act 
‘Vide Sweeping in Power 


@ Provides Federal Control of Basic Crops 


re \HE Agricultural Adjustment Act of 
1938, providing even greater federal 
crop control than its outlawed prede- 
ces-or, was signed by President Roosevelt, 
Fc oruary 16, after passing the senate by 
a 50 to 31 vote. In a maze of provisions, 
tiiles and sub-titles the secretary of agri- 
culiure is given unprecedented authority 
to regiment production and marketing of 
wheat. corn, cotton, rice and tobacco. 

The Act supplies the basis of a six-point 
program designed to provide farmers with 
stability of income needed to enable them 
to go on producing abundantly and to 
maintain ample reserves of farm commodi- 
tics for the nation. The six points are as 
follows: 

Six Point Program 

1. Continuing of the AAA soil conserva- 
tion program with farmers being paid for 
adopting soil-building practices and for 
devoting more land to soil conserving 
crops. 

2. Proclaiming of national acreage allot- 
ments, established at levels designed to 
provide production ample for domestic 
consumption, exports and reserve supplies. 

3. Loaning of government money to 
farmers to encourage systematic storage 
of surpluses during big crop years for use 
in lean years. 

4. Establishing of marketing quotas 
with the assent of two-thirds of the grow- 
ers with a penalty provided for sales made 
in excess of these quotas. 

5. Releasing of corn supplies from stor- 
age under marketing quotas to meet any 
shortage that develops on the farm, in the 
county or in the case of national need. 

6. Providing of crop insurances for 
wheat, starting in 1939, to give wheat pro- 
ducers better protection against drought. 

May Contest Rates 

The secretary of agriculture is given 
power under the Act to prosecute rate 
cases before the interstate commerce com- 
mission in which farm products are in- 
volved. Establishment of four regional 
laboratories, one in each major farm zone, 
to develop new markets for farm products 
is also provided in the Act. Not more 
than $4,000,000 annually shall be appro- 
priated for this project. 

The national wheat acreage allotment is 
to be determined and announced by the 
secretary of agriculture by July 15 of each 
year. It will be set at a figure which 
(with the carryover at the beginning of 
each marketing year) will produce, at 
average yields, a supply of wheat equal to 
130 per cent of a normal year’s domestic 
consumption and exports. This supply will 
be approximately 900,000,000 bushels. 
However, if supplies for any year exceed 
135 per cent of this basis or approximately 
950,000,000 bushels marketing quotas are 
to be proclaimed and put into effect. Such 
action will be subject to approval of two- 
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thirds of the cooperating farmers follow- 
ing a referendum vote. Wheat may be 
marketed in excess of these quotas but 
these marketings are subject to a penalty 
tax of 15 cents a bushel. 

The Commodity Credit Corp. is author- 
ized by the Act to make loans to cooperat- 
ing wheat farmers. These are to be on a 
basis of at least 52 per cent of the parity 
in those years when the price has dropped 
below the parity point or an excessive 
crop is produced. Non-cooperators are 
given the right to borrow 60 per cent as 
much per bushel as the cooperators. 

Wheat Crop Insurance 

Crop insurance for wheat, to apply for 
the first time in 1939, is also provided. 
The purpose is to promote the policy of 
utilizing a part of the surplus production 
to maintain reserves of farm products for 
use in bad years, thus tending to stabilize 
income of farm producers and supplies for 
consumers. Farmers will pay their insur- 
ance premiums in wheat. The insurance 
shall cover not less than 50 nor more than 
75 per cent of the recorded or appraised 


average yield of wheat on the insured 
farm. The reserves of wheat collected as 
insurance premiums are to be held outside 
of marketing channels and these reserves 
shall not be used for price manipulation. 
Assuming that there is a fair participation 
by the farmers, the reserves built up by 
accumulations of insurance premiums 
would gradually reach a total of between 
50,000,000 and 100,000,000 bushels. 
Crop Insurance Corp. 

To handle the insurance program the 
Act sets up the Federal Crop Insurance 
Corp. with a capital stock of $100,000,000. 
A maximum of $6,000,000 is authorized 
annually for administrative costs. The 
board will fix premiums for the insurance, 
payable either in wheat or cash equivalent 
and claims may be paid by the board 
either in wheat or cash. 

Provisions of the Act with regard to 
corn dovetail with the provisions of the 
present soil conservation program applic- 
able to corn. A corn acreage allotment for 
the 1938 crop in the commercial corn 

(Continued on Page Thirty-eight) 
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“Just a warning, Mrs. Comb. You’re five eggs off so far this month.”’ 
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of the Bag-- 


NEW PROFITS 


ET IN ON the two-fold Wayne plan 
that is already making new profits 
for hundreds of feed dealers this spring. 


The Wayne Introductory Offer brings 
new Chick Starter customers into your 
store and the Wayne Chick Growing 
Derby makes them regular customers. 


WAYNE FEEDS 


Allied Mills, Inc., Service Dept., Fort Wayne, Indiana. 
Sure, I want all the details about W. I. O. Send them to me at once. 


Name 


FOR DEALERS 


Substantial savings in feed costs plus 
$1500 in cash prizes are winning thous- 
ands of new Wayne friends this year. 


Cash in on this money-making merchan- 
dising plan. It is not too late. Write 
today for full information. 


Dealer Address 


AIL THIS COUPON TODAY 
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Cditorial Comment 


THE LAND OF PLENTY The United States contains 6 per cent of the 
THAT HAS ONE SCARCITY world’s area and 7 per cent of its population. 

It normally consumes 48 per cent of the 
world’s coffee, 53 per cent of its tin, 56 per cent of its rubber, 21 per cent of its 
sugar, 72 per cent of its silk, 36 per cent of its coal, 42 per cent of its pig iron, 
47 per cent of its copper, and 69 per cent of its crude petroleum. 


The United States operates 60 per cent of the world’s telephone and telegraph 
facilities, owns 80 per cent of the motor cars in use, operates 33 per cent of the 
railroads. It produces 70 per cent of the oil, 60 per cent of the wheat and cotton, 


50 per cent of the copper and pig iron, and 40 per cent of the lead and coal output 
of the globe. 


The United States possesses almost $11,000,000,000 in gold, or nearly half of 
the world’s monetary metal. It has two-thirds of civilization’s banking resources. 
The purchasing power of the population is greater than that of the 500,000,000 
people in Europe and much larger than that of the more than a billion Asiatics. 


Responsible leadership which cannot translate such a bulging economy into 
assured prosperity is destitute of capacity. But pompous statesmen, looking 
over the estate solemnly declare that the methods by which it was created are 
all wrong, ought to be abandoned, must be discarded; that the time has come 
to substitute political management for individual initiative and supervision. 


There is only one way to characterize that proposal—it is just damn fool- 
ishness.—From the Sphere, London. 
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Comparison With Cheaper Brands 
Helps Sell Quality Seeds 


@ Graham Finds Way to 


HE farmer who came into the store 
"T operated by the Graham Feed & Seed 

Co. Janesville, Wis., ran his fingers 
through the clover seed in an open bag 
displayed near the counter. 

“How much?” he asked. 

“That seed,” explained George Graham, 
proprietor, “sells for $26.50 a bushel.” 

As if struck by a bomb shell, the farm- 
er straightened from his stooping position. 

“Why that’s robbery!” he countered 
“T can buy Blank’s brand of seed for only 
$23.50 a bushel. What are you trying to 
do, get rich off the farmers?” 

Has Cheaper Brand Too 

This would have been the occasion for 
an outburst from a less patient dealer than 
George Graham. He smiled, however, and 
motioned for the farmer to follow him to 
the rear of the store. They paused before 
an open bag of the brand of seed which 
the farmer said he could buy for less 
money. 

“If you want to take this,” Mr. Gra- 
ham politely explained, “T’'ll sell it to you 
for $23.50 a bushel. But let me show 
you the difference.” 

He lifted the open sack of Blank’s 
brand and walked to the front of the 
store, setting it down beside the original 
bag. 

“Take a handful of each of these seeds 
and examine them,” he requested. 

The farmer obliged. 

Sings Song of Quality 

“Now notice how full and plump and 
clean my brand of seeds looks. And see 
the high percentage of purity and germi- 
nation on the tag. Then take a look at 
Blank’s brand. Notice the difference in 
purity and germination and the large per- 
centage of hard seeds. 

George Graham continued to talk for 
fully five minutes with the farmer look- 
ing intently from one handful of seed to 
the other as he spoke. There was a short 
pause. 

“Well, I'll think it over and call you 
back in the morning,” said the farmer. 

And as he walked through the door 
George Graham knew that he had succeed- 
ed in winning his customer to quality. 
His conclusions were verified the follow- 
ing morning when, over the telephone, the 
farmer told him to deliver two bushels 
of the quality clover seed to his farm. 

Thus does the Graham Feed & Seed Co. 
handle the price buyers who think they 
can save money by buying bargain seeds. 

Farmers Quality Minded 

“Tf a seed dealer builds up a reputation 
for handling quality seed and maintains 
the confidence of the seed buyer,” Mr. 
Graham explained, “‘he can hold the bulk 
of his trade. It is true that some ‘shop- 
pers’ will be lost to the lure of cheap seed 
advertisements in which the price looks 
attractive but the majority are looking 
for high quality seeds.” 
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Graham Feed & Seed Co. starts early in 
its campaign to sign up the farmer. The 
selling of seeds begins in December. Every 
farmer who comes into the store for feeds 
and other supplies is questioned as to the 
amount of seed he will require for his 
spring planting. The appeal used is that 


Letting the farmer handle the seeds to see the 
difference between cheap and quality brands is 
one way the Graham Feed & Seed Co. solves the 
price shopping problem, 


some types of seeds will be scarce and 
those who order early will be assured of 
getting the highest quality. When an or- 
der is filled out, the original is signed by 
the customer and he retains the duplicate. 
The seed is ordered in advance from the 
wholesale house and can be called for at 
the Graham store any time the farmer de- 
sires. This year more than 3,000 bushels 
were sold under this plan, even before 
the ground hog emerged from his hole. 
Winter Time to Sell 

If the price is not known when the or- 
der is placed, the Graham store guarantees 
that the cost to the farmer will be the 
same as that at which he can purchase 
it, on the same basis of quality, from any 
other reliable dealer. 

“Farmers, during the winter months,” 
Mr. Graham declared, “are more at lei- 
sure. They like to loiter around the store 
and talk about their spring crops and that 
is the time to get them to commit them- 
selves on seeds.” 

Graham Feed & Seed Co., in addition 
to field varieties, does a tremendous busi- 
ness on garden seeds. Long before winter 
has relented, a display is arranged in a 
conspicuous place in the store. Both bulk 
and packaged goods are featured. Glass 
jars with gayly colored seed packets past- 
ed across the front are arranged neatly 
on shelves. The customers can reach in 
and feel of the seeds with a feeling of con- 
fidence that they do not have to return to 


Solve Price Shopping 


their homes and tear open a package be 
fore they know what they have purchased 

Contrary to the popular belief that city 
folks who maintain their own gardens 
comprise the largest group of customers in 
this field, the Graham store has discov- 
ered that its best prospect is the farm 
wife. While the husband is purchasing 
his field seeds, she selects her garden vari- 
eties. The average purchase ranges from 
$2.50 to $3.00. 

Garden seeds have proved to be so prof 
itable for the Graham store that they war- 
rant extensive advertising. Circulars are 
mailed to all rural box holders twice a 
year. Regular space for several months 
preceding the planting season is carried in 
the local newspapers and “plugs” are 
broadcasted over the radio. 

On many days just preceding the gar- 
den season the Graham store is jammed 
from wall to wall with customers. Five 
and six sales people are kept working at 
top speed to fill the orders. And when the 
day’s receipts are counted the Graham 
store chalks up a neat profit. 

Good Business in Feeds 

A healthy volume of feeds is also moved 
every year. Complete lines for the poul- 
tryman and the dairy farmer are carried 
and attractively displayed. A well known 
brand of concentrates is also featured and 
many sales are registered on this item. 

Started in 1920, the Graham Feed & 
Seed Co. has shown steady progress. Alert 
merchandising policies, the friendliness of 
the owner and the good will of its custom- 
ers assure it of continued growth and suc- 
cess. 


@ WILBUR F. MAISH. president, Little 
Crow Milling Co., Warsaw, Ind., died 
February 12. He was 77 years old. 

@ JOSEPH J. WADE, JR., has acquired 
an interest in the Mariana Sales Co., 
Memphis, Tenn., and is now associated 
with the firm. 


JOINS ARCHER-DANIELS 

Albert E. Pacini has joined the special- 
ties division of the Archer-Daniels-Mid- 
land Co., Minneapolis. Minn., of which 
his father, Dr. A. J. Pacini, is head. He 
recently completed graduate work in ani- 
mal and poultry nutrition at the Univer- 
sity of Illinois where he specialized in 
vitamin research. 


HEAD OF AMES-BURNES 

E. C. Kessler, for many years vice 
president of the Ames-Burnes Co., James- 
town, N. Y., has been elected president of 
the firm to succeed the late George W. 
Hosie. Mr. Kessler is well known in the 
feed industry and his many friends join 
in wishing him success in his promotion. 


THE FEED BAG — March, 1938 


t 
| 
\ 
6 
3 
4 ag 
° 
| 


ELP CHICK GROWTH... 


adding KRACO, superior 


dried cheese whey, to feeds 


Insist on KRACO 
for these reasons: 


For growth and health... 

* Because of Kraco’s abun- 
dance of important nutritive 
elements of milk, including the 
Vitamin G Complex (made up 
of Lactoflavin, the anti-dermati- 
tic and anti-paralytic factors); 


2 Helpful for Coccidiosis 
* Control . . . Because of 
Kraco’s high lactose content. 
In addition, KRACO con- 
tains the valuable Lactalbumen 
(protein) of high supplementary 
value, and milk minerals. 


MY MOTHER 
SWEARS BY 
KRACO 


@ “To get greater chick growth, we buy feeds containing a reliable milk supple- 
ment, say wise poultrymen. “That takes away the chance of missing those ‘extra’ 
profits frequently lost because of milk deficiencies in chick feeds.” 

Today more and more poultrymen are getting greater chick growth by buying 
feeds containing KRACO, a superior dried cheese whey made by Kraft. Kraco 


contains at least one factor required for chick growth, and others which definitely 
aid in maintaining chick health. 


Why KRACO is Important in Chick Feeds 

Here are a few simple, but important, reasons why wise poultrymen insist on 
KRACO in their starting and growing rations: 

Kraco is an economical, rich source of Vitamin G (Lactoflavin). Scientific feed- 
ing tests have proved that Lactoflavin is required for good chick growth; 

KRAco contains 70% Lactose, of great value in helping control coccidiosis; 

Kraco is a good source of Milk Protein (Lactalbumen); 

Kraco contains the minerals, calcium and phosphorus, which are necessary in 
larger amounts during the chick growth period than at any other time; 

Kraco contains the anti-dermatitic and anti-paralytic factors, helpful in protecting 
young chicks against the results of these disastrous diseases. 

And, MOST IMPORTANT, Kraco is a most economical source of these many 
important poultry feed factors. 

Don’t let feed deficiencies rob your customers’ chicks of greater growth and better 
health! Make sure of satisfied customers and continued profits by being sure the 
feeds you sell contain KRACO Dried Cheese Whey. 


MAIL COUPON for latest Scientific Data on Chick Growth and Health 


KRaFT- PHENIX CHEESE CORPORATION 
4 Dept. FBS, 400 Rush Street, Chicago, Illinois 


DRIED CHEESE WHEY [imi 


70% Lactose 


rich in Vitamin G Complex 
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The Case Lem Jones and the Man 


Who Knew Mort Wilson 


EM JONES, proprietor of the Hickory 
Grove feed store, busily engaged in 
filling out his individual income tax 

return, left orders not to be disturbed. 
Any ordinary salesman who ignored this 
command would have been promptly 
thrown out on his ear, but the man who 
stood beside Lem’s desk had a way of 
melting down resistance. 

Before Lem could burst into a volley, 
the salesman’s dulcet voice and winning 
smile were already exercising their hyp- 
notic powers upon him. 

Your Friend Sent Me 

“Mr. Jones,” he began, “your friend 
Mort Wilson from Oklahoma gave me 
your name and asked me to be sure to 
see you when I came to Hickory Grove.” 

The mention of Mort Wilson dispelled 
any antagonism remaining in the makeup 
of Lem Jones and made him forget com- 
pletely about the income tax blank before 
him. 

“Mort,” he said brightening. “Why, I 
haven't seen him for ten years. How is 
he?” 

“Fine as could be expected,” replied 
the salesman. “Has two boys and a girl 
and doesn’t look a day older than the time 
he bought his first groceries in my store. 
I had a business down in Oklahoma, you 
know—that is I did until a couple of 
years ago. Mort and I are partners now. 
We bought 100 acres of land for a ranch 
and started raising cattle.” 

Lem Jones’ face illuminated at the 
thought of Mort being a stock raiser. 

“He always did have cattle in his 
blood,” Lem joked. : 

The salesman leaned forward and mo- 
tioned Lem toward him. 


Oil's Well With Mort 

“It isn’t cattle now,” he whispered, “it's 
oil. Struck it by accident digging a water 
hole for the cows on the lower end of our 
ranch.” 

Lem’s eyes popped from their sockets. 

“Holy Mackerel! he blurbed. “Are you 
drillin’?” 

“That’s just the point,” quickly an- 
swered the salesman. “Mort and I de- 
cided not to let anybody around that sec- 
tion know about our good luck because 
they might start drilling around us and 
drain our land. We're going to get all of 
our equipment ready first and get into full 
operation before anybody knows what 
we're doing.” 

“Well, why don’t you get started right 
away? Things like that leak out mighty 
fast.” spoke Lem. 

“That’s where the rub comes in,” said 
the salesman leaning close to Lem again. 
“We haven’t enough capital between us 
to buy all the machinery we need. So 
Mort and I decided to go out among our 
friends and let them in on some nice 
profits. ““Mort stayed on the ranch to take 
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@ Oil’s Well That Ends Well, Says Mickey 


By EMIL J. BLACKY 


care of things and watch it and sent me 
around to raise the capital. He always 
liked you and thought you'd want to in- 
vest $500.00 in stock with us.” 
Good Bye, $500.00 
The salesmans’ lips almost 
Lem’s ear as he whispered: 
“Don’t tell anybody else in town about 
it. Mort wants it kept a secret until he 


touched 


ICKY and LEM JONES 

are back again and, as 
usual, in trouble. Read how they 
solve their difficulty this time 
and watch for more interesting 
articles about them in future 
issues of The Feed Bag. 


comes home and can prove that he made 
good in spite of all the things they said 
about him when he was without a job 
here.” 

Lem slapped his palm on the top of the 
desk. 

“T'll show these income tax guys how 
to get money,” he exclaimed. “T’ll do it. 
You wait here while I go to the bank and 
draw out the cash.” 

“Fine,” replied the salesman. “I'll make 
out the stock certificates while you are 
gone.” 

And the two shook hands. 

“T've got to buy a car of feed for cash,” 
Lem told the banker, ‘‘and I guess I'll take 
$500.00 out of my savings to swing the 
deal. Got a nice price on it and can’t 
pass it up.” 

The banker obliged with a smile and 
Lem rushed back to his office. He handed 
the salesman 25 crisp $20.00 bills and 
hastily stuffed the stock certificates into 
his desk drawer. 

“Give Mort my regards,” Lem shouted 
as the salesman departed. 

Elated with the success of his sale the 


stranger piled into his high-powered car. 
The wheels spun as he threw in the clutch 
and headed for the country. But his quick 
get-away came to a sudden halt when, 
without warning, both front tires of the 
car went flat. 

The stranger cussed as he climbed from 
behind the wheel to survey the trouble. 
Embedded in each of the tires were four 
or five long roofing tacks. 

As the stranger looked down the street 
for a garage sign a car pulled up beside 
him. 

“Is that the man?” a gruff voice in- 
quired. 

“That’s him,” affirmed Mickey, the 
Hickory Grove feed store office boy, point- 
ing an accusing finger. 

There was a flash of steel in the sun- 
light as Sheriff Card Stone, covered his 
prisoner. 

“You're going along with me,” he com- 
manded, “but first hand over that $500.00 
Lem Jones gave you.” 

As the sheriff encircled his fingers 
around the currency, Lem Jones, breath- 
less, came dashing to the scene. 

“What’s the trouble here, sheriff?” he 
gasped. 

For answer Card Stone pointed to 
Mickey. 

Mickey Explains Everything 

“Mr. Jones,” the office boy spoke. “I 
didn’t like that man when he walked into 
your office even when I told him you 
didn’t want to be disturbed. I heard him 
say he was a friend of Mort Wilson and 
that he left him in Oklahoma. Well, that 
ain’t so because Mort came into town this 
morning to see his mother. So I sprin- 
kled some roofing tacks in front of the 
car and then hurried over for the sheriff. 
Mort never heard of him.” 

Lem’s face turned pallid and then 
brightened with a smile. 

“Mickey,” he said, “I'll give you that 
dollar a week raise you asked for if—if, 
you don’t tell Mort Wilson anything about 
this.” 

“Oh, no, Mr. Jones,”’ responded Mickey. 
“T won’t need it. There’s a big reward 
out for this swindler and I’m going to 
collect it.” 

The sheriff winked as he marched his 
prisoner to the jail while Lem, with one 
arm around his office boy, and $500.0' 
clutched in his hand watched them disap- 
pear around the corner. 


CALIFORNIA CONVENTION 

The California Hay, Grain & Feed Deal- 
ers association will hold its annual con- 
vention at Los Angeles, April 21 and 22, 
Harry Laine, president of the organization, 
is making committee appointments to ar- 
range the program. Tentative choice for 
headquarters is the Biltmore hotel. 
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These are the reasons, says J. A. 
McConnell, why G.L.F. has been 
@ Nopco customer since 1929 


_—_ mill shown at the lower left is one of three great 
feed plants operated by the G.L.F. Exchange, 
largest farmers’ cooperative in the East. Located on 
Buffalo harbor, this mill mixes and ships close to 100 
carloads of feed each day. 

Any ingredient accepted for G.L.F. feeds must meet 
strict quality standards. All ingredients undergo 
severe laboratory tests. G.L.F. began mixing 
NOPCO XX in poultry mashes in 1929 because of 
“standardized Vitamin D potency checked by both 
chick and rat assay, and the economy of NOPCO XX 
as a source of Vitamin D compared to straight oil.” 

For more than ten years NOPCO XX has given to 
feed mixers, large and small, complete protection 
against Vitamin A and D deficiencies in their feeds. 
Like G.L.F., these mixers agree that NOPCO XX has 
been “entirely satisfactory.” This remarkable record 
of dependability is possible only because of the con- 
stant research carried on by Nopco and the painstaking 
care with which NOPCO XX is manufactured. Its 
complete reliability has been proved by hundreds of 
thousands of feeders on their own farms. 

NOPCO XX will work as effectively for you as it has 
for G.L.F. and 6000 other feed mixers. By helping you 
get and keep more and more satisfied users, by its 
economy and unfailing reliability, NOPCO XX will 
prove its value again and again in your business. 


NOPCO XX 


. . . is a scientific blend of natural 
Vitamin A and D concentrate and 
cod liver oil, standardized by chem- 
ical, mechanical and biological tests. 
If you have not yet availed yourself 
of NOPCO XX, we extend a cordial 
invitation to join the growing ranks 
of NOPCO XX users. Enjoy the 
benefits to be derived from 
NOPCO XX in the form of a con- 
trolled product evolved from con- 
stant research and tests, and proved 
by successful results. Write TODAY 
for further information. 
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JOBBING DIVISION 


Of FARM SERVICE COMPANY 
DIVISION OF GENERAL MILLS, Inc. 
407 So. Fourth Street Main 8317 Minneapolis, Minn. 
Call us when in the market for: 


* Mill Feeds — Linseed Oil Meal — Cotton Seed Meal é 
Charcoal — Alfalfa Meal — Calcium — Cod Liver Oil 
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National Dealers Select 
Toronto, Canada 


Toronto, Canada, has been selected for 
the next annual convention of the Grain 
& Feed Dealers National association. The 
tentative dates set are September 26 and 
27 with the Royal York hotel as head- 
quarters. 

An entertainment committee from To- 
ronto is already making plans to show the 
visiting delegates a good time. It con- 
sists of A. J. McKee, James Richardson 
& Sons, Ltd.; C. H. Coatsworth, Coats- 
worth & Cooper; Fred Dunsford, Parish & 
Heimbecker, Ltd.; R. C. Pratt, R. C. 
Pratt Co., and L. S. Johnston, L. S. John- 
ston Co. 

The Royal York hotel, largest in the 
British Empire, was the unanimous choice 
for headquarters. Room rates start at 
$3.50 with double rates beginning at $6.00. 
The hotel is connected with the railroad 
station by a passageway eliminating the 
necessity of taxi fare. 

Dates were set about two weeks earlier 
than usual because of the cool weather in 
October in Canada and because the time 
does not conflict with any other of the 
many fall conventions scheduled in 
Toronto. 


@ KENNETH B. JEFFRIS, secretary 
and treasurer, Frank H. Blodgett, Inc., 
Janesville, Wis., returned recently from 
a business trip to New York. While there 
he also visited his daughter who is a stu- 
dent at the Dana Hall school. 


a 


MAC LEOD DEAD 
Kenneth L. MacLeod, president, Park 
& Pollard Co., died at Columbus, Ohio, re- 
cently following an attack of appendicitis. 
He was 49 years old. Mr. MacLeod joined 
the Park & Pollard Co. of Boston in 1906 
and moved to Chicago in 1916. 


as 


VAN LANEN RESIGNS 

G. L. Van Lanen, vice president and 
sales manager, Wabasha Roller Mill Co., 
Wabasha, Minn., has announced his resig- 
nation as of May 1, 1938. He has been 
associated with the firm for the past 17 
years. Although he has made no definite 
plans for the future, Mr. Van Lanen is 
considering the establishment of a flour 
brokerage business in the Central states. 


Emergency Feed Loans 
Made Available 


Emergency crop and feed loans are 
available to farmers for spring planting 
and livestock feeding through the Farm 
Credit Administration as the result of a 
joint resolution of congress approved 
February 4. Up to $400.00 may be bor- 
rowed at 4 per cent interest. 

S. P. Lindsey, Jr., director of the Farm 
Credit Administration, said the 1938 
emergency loans will be made only to 
farmers who cannot obtain credit from 
any other source. 

Dry weather over a large part of the 
great plains and the threat of drought 
made the emergency loans necessary, of- 
ficials explained. 
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liow Does Your Operating Statement 
Compare With This Form? 


® Serves as Aid in Controlling Business 


-1\EED dealers who really wish to con- 
} trol their business should make up 
operating statements. It is important 
to observe that all expenses properly 
chargeable to store operations are listed, 
th: only those expenses are included and 
that the methods used are consistent from 
year to year. 

Yhe California Hay, Grain & Feed 
Dealers association, in one of its recent 
bulletins, recommends a form suitable for 
feed stores. By using it in accordance 
with the directions given covering each 
line, merchants will be assured of a com- 
plete, accurate operating statement that 
will be comparable from period to period. 
The form appears at the right on this 

Statement Explanations 

1. Total Net Sales include only actual 
amounts of cash sales and charges against 
credit accounts. All customer discounts 
and returned goods are to be deducted. 

2. and 5. Jnventory includes only mer- 
chandise purchased for resale and in stock 
at the time. Goods ordered but not re- 
ceived, and goods returned to shippers are 
not to be included, nor are bills for such 
goods to be entered. Compute inventory 
at whichever is lower—cost or market. 

3. Merchandise Purchases should in- 
clude net invoice cost of goods bought for 
resale, including all handling, cartage and 
freight into the store. All discounts are 
to be deducted. 

4. Total Merchandise. 
tory.) 

6. Cost of Merchandise Sold. (Self- 
explanatory. ) 

7. Gross Margin is the difference be- 
tween cost of goods sold and total net 
sales. This is the amount available to pay 
expenses and net profit. 

8. Salary, Owner’s, includes all salary, 
food supplies, and other withdrawals from 
the business by the owner. If no regular 
amount is withdrawn, then the business 
should be charged with at least as much 
as would be earned if employed elsewhere. 
Absentee owners may or may not draw 
salary, which is up to their own discretion. 

9. Salaries, Others, includes all other 
salaries, commissions, and payments for 
labor and services. Include here regular 
professional services such as auditing, etc., 
but set up special account for extraordi- 
nary charges such as lawyer’s fees in spe- 
cial cases or the like. Do not include 
delivery salaries here, but charge them 
under line 13. 

10. Miscellaneous Supplies include office 
materials, postage, laundry charges on 
coats and aprons, all supplies except those 
used in selling. 

11. Telephone and Telegraph. (Self- 
explanatory. ) 

12. Wrapping Materials, paper, twine, 
bags, delivery boxes, etc. 


(Self-explana- 
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. Inventory, Start of Year 1937 


COMPLETE OPERATING STATEMENT FOR 1937 
Suitable for Feed Store 
(This form can be used to find all important figures for the year) 
. Total Net Sales, All Departments, 1937 pe 100% 


. Inventory End of Year 1937 


3. Merchandise Purchases During 1937.... 


8. Salary, Owner’s 


1 
2 
3 
: Total Merchandise (add 2 and 3) 
6 
7 


6. Cost of Merchandise Sold (subtract 5 from 4) $ %o 
. Gross Margin on Sales (subtract 6 from 1) 


Operating Expenses 


9. Salaries, Others 
10. Miscellaneous Supplies ......... ee. 


11. Telephone & Telegraph................ 


12. Wrapping Materials 


13. Delivery 


14. .Advertising 


15. Taxes, Permits, Licenses 


16. Rent 


17. Heat, Light, Water, Gas ......... 


18. Donations & Subscriptions 


19. Loss on Bad Accounts 


20. Interest Paid 


21. Repairs & Depreciation 


22. Insurance 


24. Other Expenses 


23. Social Security, Unemployment Tax.... 


26. Sales Tax 


25. Operating Expenses (add 8 to 24) 


27. Total Expenses (add 25 and 26) 


29. Other Net Income 


28. Net Operating Profit (subtract 27 from 7) 


30. Total Net Income (add 28 and 29) 


13. Delivery includes all expenditures 
for gas, oil, repairs, tires, insurance, li- 
censes, taxes and depreciation on delivery 
equipment. Include also salaries of drivers 
or proportion of time spent on deliveries. 
If outside agency is used, payments for 
services go here. Depreciation on owned 
delivery equipment usually is 25 per cent 
per year, except where use wears out 
truck in less than four years, in which 
case the depreciation is increased propor- 
tionately. 

14. Advertising includes all expenses for 
all forms of advertising except donations. 
Donations are listed separately on line 18 
even when so-called advertising is given 
in return. Advertising covers newspaper 
space, handbill printing and distributing, 
sign materials, and labor if done outside 
the store. 

15. Taxes, Licenses, Permits. Do not 
charge real estate taxes here. (See line 
16.) Do not charge proprietor’s personal 
taxes. (See line 8.) Do not charge auto- 
mobile licenses here. (See line 13.) But 
do include all other taxes and licenses nec- 
essary for the business. 

16. Rent includes the amount paid in 
rent, plus leasehold improvements, if any, 
proportioned over lease period. If prem- 
ises are owned, rent is charged against the 


business equal to the rental value of the 
property. A separate account should be 
set up for owned real estate into which 
rent charged to the store is paid, and out 
of which interest, taxes, insurance, and 
— expenses against the property are 
paid. 

17. Heat, Light, Water, Gas. (Self- 
explanatory. ) 

18. Donations and Subscriptions include 
gifts to Red Cross, Community Chest, 
school papers, and similar activities. 

19. Loss on Bad Accounts includes at 
least all known uncollectible accounts, and 
losses from bad checks. In addition it is 
good practice to include as an expense a 
substantial reserve for all accounts more 
than 90 days past due, even if presumably 
collectible. 

20. Interest Paid covers interest on 
bank loans, notes, and borrowed money 
used in the operation of retailing. Do not 
include mortgage payments or interest on 
store building if owned. (See line 16 for 
these items.) 

21. Repairs and Depreciation cover ex- 
penses for repairs of store room and 
equipment. Depreciation includes amortiz- 
ation of fixtures usually at the rate of 
100 per cent a year, except where the use- 

(Continued on Page Forty-one) 
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When You Advertise, Say Something 


Advises Chauncey Leonard 
© Newburgh, N. Y., Firm Gets the Business 


ON’T advertise unless you have 
D something definite to say. 

This is the policy adopted with 
success by Chauncey M. Leonard who op- 
erates the Leonard feed store, Newburgh, 

“We have found by experimenting 
with various forms of advertising,” he 
explains, “that it is better to have a defi- 
nite message in each advertisement, even 
if a small space is used, than to merely 
mention the fact that ‘we handle a com- 
plete line of feeds.’ ” 

Ad on Baby Chicks 

On March 3 of this year, for example, 
the Leonard store ran a one-column by 
three-inch space in its local paper. The 
advertisement was illustrated at the top 
with a cut of three baby chicks and the 
announcement below it read that ship- 
ments of these chicks would arrive on 
March 7, ready for delivery. 

The breeds available, including Barred 
Rocks, New Hampshire Reds, White 
Giants, Rhode Island Reds and Buff Orph- 
ingtons, were also listed. Every customer 
was thereby informed that his particular 
strain of chicks could be obtained at the 
store. At the bottom of the ad the firm’s 
telephone number was printed in large 
type to encourage immediate orders. 

The poultry raisers in the section served 
by the store run all the way from those 
who have but 50 hens up to around 2,000. 
However, service has not proved as neces- 
sary here as in some territories for the 
reason that more of the poultry farmers 
are sufficiently experienced to avoid errors 
less experienced poultry farmers are al- 
ways making. What service is needed is 
given through the representatives of the 
manufacturers. 

Commercial Feeds Only 

Chicks, feeds, fertilizers, poultry equip- 
ment, etc., are sold. The store does not 
have any mixes of its own but sells only 
two nationally known commercial brands. 
It has found this a better policy than to 
feature special mixes of its own. 

Deliveries are held to within a ten mile 
radius of the store® because it has been 
found unprofitable to make. deliveries a 
greater distance and although competing 
concerns more than ten miles away do 
come into this territory, this store has 
refrained from reaching out farther. Try- 
ing to reach into territory which logically 
belongs to some other concern might take 
some business away from it but it does 
result in a loss on the business done out- 
side the ten mile limit. 

For some years a great deal of experi- 
menting was done with advertising. Pro- 
grams and newspapers were used over ter- 
ritories greater than it paid to make de- 
liveries. Since Newburgh is a shopping 
center for a wide territory and since it is 
the terminus of the Newburgh-Beacon fer- 
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Customers Can’t Resist It 


If you are planning to build a new feed store, here’s an idea of what can be done in the way of 
attractiveness and neatness. This building was recently constructed by the Farmers Feed & Supply Co., 


North Tazewell, Va., and was designed by Roy Peery, the manager. 


It is one of the neatest stores in 


the country. Cut furnished through courtesy Early & Daniel Co., Cincinnati, Ohio. 


ry across the Hudson river, it could be 
assumed that it would pay to advertise 
over a wide territory and thus bring in a 
good deal of cash and carry business. But 
it did not work out that way. 

Therefore, the advertising policy about 
a year ago was changed. No advertising 
of any kind has been done since, except 
in the local daily newspaper. Single col- 
umn advertisements about four inches 
deep are the size usually run. 

The surrounding villages are small and, 
at the most, have no more than a weekly 
paper. The paper the people read for local 
news is the Newburgh paper. This means 
that by using this paper all the territory 
in which this store is willing to make de- 
liveries is pretty well covered. The money 
spent for the advertising, therefore, is 
bringing results. 

The advertising done is not what might 
be called general. Each one deals with 
some special thing. For example, in Feb- 
ruary, advertisements were used to call 
attention to the fact that it was getting 
near the time to buy chicks. Customers 
were asked to place their orders at once 
to be sure of early delivery. The adver- 
tisements carried at the top a small cut of 
a chick. They were also placed next to 
the outside edge of the paper, a position 
where they were most likely to attract 
attention. 

If this store has nothing definite to tell 
the public it does not use advertising 
space. When it does use space it tells the 
people something definite. It does not use 
space merely to state that it is in the 
grain and feed business, that it is an old 
established firm or anything like that. It 


tells about some one thing it has to sell, 
some one offer it has to make. 

There is reason to believe this has a 
great deal to do with making the adver- 
tising really effective. There is just one 
idea in each advertisement. This idea 
sinks into the minds of the readers. They 
remember it and when they are in need 
of what has been impressed upon their 
minds, they think of the Leonard store. 


Chicks Are Rarely Killed 
By Feed Mixes 


“Feed mixtures rarely kill chicks,” says 
H. H. Alp, poultry extension specialist. 
college of agriculture, University of IIli- 
nois. 

“Although many Illinois flock owners 
jump to the conclusion that feed is the 
cause of all their chick losses, most feed 
mixtures, commercial and home mixed, in 
their original form are seldom responsible 
for chick losses.” 

He listed three possible causes in those 
few cases in which feed is directly respon- 
sible for losses. First, carelessness in stor- 
ing and handling feed, thus permitting the 
feed to become moldy, off flavor or con- 
taminated with disease organisms, second, 
tampering with feed mixtures on the ad- 
vice of someone who may have no knowl- 
edge of what the feed mixture in use may 
contain, and third, insufficient hopper 
space and hoppers of types which soon 
become dirty and wasteful of feed. A 
dirty floor or ground condition around the 
ie” may be the real cause of the trou- 

le. 


THE FEED BAG — March, 1938 — 


i 
| 
F t 
a 
| 
>) 
i 


Gor the Chick Season: 3-POINT 
GUIDE TO CHICK HEALTH ASSURANCE 


First part of Dr. Salsbury’s Poultry Health Assurance Program is 
a 3-Point Guide to Chick Health Assurance. It is designed to 
help poultry raisers safeguard the health of their chicks and 
keep losses at a minimum by fighting the three most common 
types of chick ailments: (1) bowel disorders; (2) respiratory 
troubles; (3) intestinal parasites. Start your customers on this 
program. It means more chicks for them—more business for you. 


Bowel Troubles are the most prevalent 
«baby chick ailment your customers must 
guard against during the brooding period to 
assure healthy chicks. Dr. Salsbury’s Phen-O- 
Sal Tablets are famous as an aid for preventing 
and treating bowel infections. They are simple, 
safe, and inexpensive. 


Brooder pneumonia, colds, bronchitis and 

« other respiratory troubles are the next most 

serious type of disease that must be guarded 

against in brooding chicks. Regular treatment 

with Dr. Salsbury’s Cam-Pho-Sal, an antiseptic 

spray that medicates the entire respiratory tract, 
reduces the danger of serious losses. 


3 Intestinal parasites—early worm infesta- 
stion and coccidiosis—are serious threats 
to growing chicks during the first few weeks. 
Dr. Salsbury’s Avi-Tone for early worm control 
is a preventive measure that means fewer culls 
and fewer stunted, unhealthy growing chicks. 


Phen-O-Sal, Cam-Pho-Sal, 
Avi-Tone—your customers 
goer, need ALL THREE for Chick 
Health Assurance. Stock 
. them, display them, and 
NI recommend them as Dr. 
Salsbury’s 3-Point Guide 
to Chick Health Assur- 
ance. They'll help you 
give better service and 
enjoy more business. 


SALSBORY'S 


Te) 


M 


disease prevention and treatment to help 
customers reduce losses in their flocks. 


Helpful, year ‘round service and profitable merchan- 
dising for you. Recommend this program all year. 


Everywhere in every way, poultry raisers are being 
told about Dr, Salsbury’s Poultry Health Assurance 
Program ... a new, all-year, nationwide program for 
greater livability, healthier flocks, and greater poultry 
income. 


Simple and effective, this program sets forth the es- 
sential steps for fighting the common diseases which 
are responsible for a steadily mounting poultry mor- 
tality. It is, for the poultry raiser, a guide to successful 
treatment and prevention of disease ... and for you, 
a guide to greater service every month of the year. 


Nationally Advertised 


Consistent advertising in state farm papers and lead- 
ing poultry magazines reaches 9 out of 10 poultry raisers 
in every important poultry raising section of the coun- 
try—a majority of the poultry raisers in YOUR trade 
area. 


Colorful Displays 


Effective salesroom displays illustrate, step by step, 
the essential measures of treatment and prevention to 
curtail diseases in poultry. 


Educational Literature 


Educational literature and direct mail material explain 
this helpful scientific program, and outline the measures 
essential for healthier, more profitable flocks. 


Recommend This Program 


Your customers deserve the benefits of Dr. Salsbury’s 
Poultry Health Assurance Program. Recommend it now, 
and all through the year. It’s sure to help you give bet- 


ter service and enjoy more business. Write today for 
complete details. 


AVTONE 

ELE PREVENT TREAT . | 

OrSALSBURY'S — 
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Seed Meeting 


Just before farmers started buying their 
seeds last spring a Wisconsin dealer called 
a meeting and invited his county agent 
and other agricultural experts to speak on 
the value of planting certified grains. He 
also induced a local malster to come to 
the meeting and tell what types of barley 
were most desirable for malting purposes. 
Entertainment and free lunch was fur- 
nished as an attraction. The feed dealer 
realized a nice sales increase in the seeds 
which he handled and also assisted his 
farm customers in growing better crops. 
He is planning to repeat the meeting again 
this spring. 


Chick Salesmen 


A live Michigan feed dealer called in 
all of the boys taking an agricultural 
course at the local high school and offered 
them a commission on orders for baby 
chicks which they obtained in their neigh- 
borhood. As most of them lived in differ- 
ent parts of the dealer’s territory he ob- 
tained’a splendid representation. The boys 
really did a good job and all orders were 


filled through a hatchery for which the 
dealer acted as agent. Baby chick cus- 
tomers thus obtained were kept on a spe- 
cial prospect list and were solicited by the 
dealer with the result that he showed a 
splendid increase in his poultry feed sales. 


Bargain Counter 


Each spring an eastern dealer gathers 
odds and ends from his poultry depart- 
ment and places them on a large table in 
the center of his store with price tags at- 
tached to each. None of the items runs 
higher than $1.00. The bargain counter 
specials include chick starter, grit, oyster 
shells, water fountains, egg baskets, poul- 
try remedies, etc. Customers select the 
items they desire while waiting and are 
often induced to make extra purchases 
when they are attracted to the display as 
they leave the store. 


Effective Display 


During the poultry feeding season a 
Pennsylvania dealer keeps two chickens on 
display in his store. One of them is fed 
his own mash containing cod liver oil and 


other necessary ingredients while the other 
bird receives a straight grain ration with- 
out any cod liver oil. Before the chickens, 
which are started as baby chicks, are very 
far along the difference is noticeable. The 
contrast is an excellent sales argument for 
the dealer when he endeavors to get a cus- 
tomer who is not using his feed to adopt 
it exclusively. The stunt, he reports, has 
given a decided boost to his poultry feed 
business. 


Fertilizer Boost 


Last summer an Iowa feed dealer used 
his camera to good advantage by taking 
pictures of crops raised by farmers to 
whom he had sold fertilizers. He was 
particularly careful to record the differ- 
ence between the fertilized and unfertil- 
ized plats. This spring on a large bulletin 
board, he has posted the photographs, with 
the names of the farms on which they 
were taken indicated at the bottom. When- 
ever a customer shows indifference to a 
fertilizer sales talk he takes him to the 
bulletin board and shows him the results 
his neighbor obtained. This evidence, plus 
actual cost and profit figures, is sufficient 
to induce the prospect to order at least 
a trial lot. The dealer expects to double 
his fertilizer sales this spring. 


@ GUY P. SKINNER, Walter Reynolds 
and Joseph Gillespie have purchased the 
J. E. Armstrong feed property, Bellefon- 
taine, Ohio, and will conduct a general 
feed business with Mr. Reynolds in 
charge. 


CHICAGO 


“TIME MARC Hes ON” 


@ and brings again the first of the Spring months. This year 


make MARCH a sure-fire profit month with a good stock of 
ARCADY baby chick feed on hand . 


REMEMBER 


ARCADY FEEDS are made in ARCADY’s own modern plant by 


a company who makes only commercial feeds—exclusively. Write 


for details and prices —NOW. 


ARCADY FARMS MILLING CO. 


ILLINOIS 
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Put Pep Into Poultry Feed Sales 


hy Using These Ideas 


® They Are Getting Results for Other Dealers 


‘ EVERAL times recently as I have 

* called on feed dealers here and there, 

someone has asked, ““What is the best 

wa of building a good mailing list of feed 
buyers?” 

One feed dealer told me he circularized 
every rural boxholder in his county. In- 
cluded in the mailing was a postage-paid 
post card, self-addressed which people 
could mail back to the dealer. There was 
a space on the card for the farmer to 
indicate his interest in information on 
feeding. The name of every farmer who 
returned such a card was added to the 
store’s regular mailing list. 

Another source of names for live mail- 
ing lists is the local auctioneer or the 
gentleman who clerks the farm auction 
sales and the sales of shipped-in feeder 
stocks. There are many feeders who make 
a practice of attending all farm auction 
sales and always attend sales of beef, 
lambs or other stock shipped into a com- 
munity for fattening. 

Even if only a few names of good feed- 
ers can be secured from auctioneers, sale 
clerks or banks, they should be of the best 
type of prospects. 

A grocer located in a city has licked the 
mailing list problem through an interest- 
ing plan that could well be used by feed 
dealers. He pays his delivery truck driver 
a few cents for each name of prospective 
customers who move into the store’s trad- 
ing area. The truck driver for many a 
feed store would welcome an occasional 
extra dollar or two earned by turning over 
to the boss the names of feeders about 
whom he has learned through inquiry. 


As I have waited around feed stores for 
an opportunity to talk with the boss, I 
have noticed two silent salesmen at work 
in certain stores. In some stores, I have 
noticed bins, boxes or baskets of feed in 
rows all carrying names of the feeds, 
mash, concentrates, grits or other items. 
Customers seem to have a desire to run 
their hands through feed thus displayed, 
to inspect it carefully and even talk it over 
with other customers in the store while 
waiting. And I have noticed that well- 
labeled feed bins often suggest purchase 
of additional items to customers who await 
their turn at the counter. Chain stores 
have long used this idea to successfully 
sell foods for humans, so why not consider 
it for selling animal feeds too? The other 
silent salesman idea is one which apparent- 
ly is given too little attention by certain 
feed merchandisers. I refer to the rack 
of folders, pamphlets, circulars and book- 
lets which manufacturers furnish. It has 
been most interesting to watch prospective 
feed buyers walk around the store and 
then spy the well-kept rack of printed 
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material which can prove helpful. At 
times I have noticed customers stand 
around and discuss this or that piece of 
printed matter. As an outsider, I think 
some dealers under-rate the importance of 
having worthwhile literature available for 
customers. After all, isn’t a feed store 
really a service institution that helps cus- 
tomers with feeding problems? 


One of the most successful dealers I 
know is a middle aged man who operates 
a fine store in a territory that is highly 
competitive. I have been in his store when 
he and his helpers were so busy that cus- 
tomers had to wait. He speaks to every 
one and calls them by name. I have seen 
a busy housewife rush into the store, look 
at the customers ahead of her and then 
try to back toward the door. This dealer 
watches that door, he greets the lady with, 
“Hello Mrs. Foster,” and goes along with 
his work. Mrs. Foster doesn’t mind wait- 
ing a minute or two then, for she has been 
welcomed to the store. As she looks at 
the chick brooders, she has a feeling that 
she is among friends and she doesn’t mind 
waiting. I have heard people comment 
time and again about this dealer’s practice 
of greeting every customer by name. It’s 
a simple thing, yet it is good business for 
him, as well as others who do it. 


“How can a retail feed dealer increase 
his volume of business without too much 
additional overhead?” That’s the question 
I put to a friend of mine who has had a 
lot of experience in merchandising. His 
answer was quick and brief. “By selling 
ONE additional item,” he said. Then he 
went on to explain that most selling in 
the specialty and semi-specialty field is due 
to suggestion. He said this plan is so suc- 
cessful that chain stores use it almost uni- 
versally. In other words, he believes that 
the customer who buys some chick mash 
should also be told about the store’s line 
of poultry founts. He contends the buyer 
of cod liver oil should also be reminded 
of the store’s egg pellets or some kindred 
item. At any rate, I know the idea has 
worked in my own case as a purchaser. 
When the clerk has handed me the razor 
blades I asked for, I have bought shaving 
cream at his suggestion and thanked him 
for it. Particularly in the case of seasonal 
items is this idea of an additional sale 
usable. 

One of these days I am going to stop 
in at a certain feed store in southern Iowa 
and make a suggestion to the boss. For 
fifteen years, I have been driving across 
Skunk river’s old bridge on Highway 
No. 1. I make that trip frequently and am 
reminded each time of the line-up of wag- 


ons that once waited at the old mill there. 
The mill is gone. Flour and feed ground 
there are only memories. But many peo- 
ple still remember the old mill site as the 
place where feed was ground. It’s an ideal 
place, that old mill site for a feed dealer 
to put up a roadside sign advertising his 
store as the modern place to buy feeds. 

From my own experience on the farm, 
I can’t help but notice the relationship to 
using fly spray and that shiftless farmer’s 
view of repairing a leaky roof. He ex- 
plains he never can get out in the rain and 
fix his leaky roof and when the sun shines 
he lets it go because it doesn’t need fixing. 
It has been my observation that “fly time” 
arrives so soon that many dairy farmers 
aren’t prepared for it. They put off buy- 
ing fly spray until the season’s half over, 
simply because they can’t take the time to 
go in and buy it. Then, when summer 
work slacks up, they figure that “fly time” 
is about over anyhow so they don’t buy 
it at all. Right now, in March, isn’t a bit 
too soon to start talking fly spray to cus- 
tomers. In fact, such advance selling is 
the best way in the world to be sure of a 
good volume on this line in 1938. 

The selling of entertainment, clothing 
and feeds have much in common. I ad- 
mire the movie folks for the unique man- 
ner in which they sell us our entertain- 
ment. They usually get results from their 
well-conceived and well-planned ideas. For 
instance, look at the way they put over 
the movie, “Wells-Fargo,” and made it a 
profitable box-office attraction. One of 
their stunts included the use of American 
Railway Express Co. trucks to feature the 
show. Wells-Fargo, Adams and American 
Railway Express are names long identified 
in the minds of Americans as transporters 
of merchandise. Therefore, the signs on 
the sides of American Railway, Express 
trucks, featuring the Wells-Fargg movies, 
were both interesting and efféctive. The 
big department stores, the express com- 
pany and many other successful concerns 
use the valuable advertising space on their 
trucks to feature their merchandise or 
services. Apparently, there is a lot of 
valuable advertising space on the sides 
(and front bumpers) of feed dealers’ de- 
livery trucks that is going to waste. Sea- 
sonal signs featuring cod liver oil, cotton- 
seed meal, fly spray and other items would 
certainly give ideas to prospective buyers. 

I saw a crowd around a dealer’s window 
one day so I edged forward to see what 
was the big attraction. A glance told the 
story. This dealer was conducting a con- 
test with liberal prizes offered, to see 
which boy or girl could make the best 
bird house. The contest was staged in the 
early spring. In his own advertising and 
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in the window, he featured the contest. 
As youngsters brought in bird houses they 
had made, the dealer placed all in the win- 
dows with names of makers prominently 
shown. The local newspaper encouraged 
the plan as it meant more birds. Natural- 
ly, all parents were interested in seeing 
what their children made. The contest did 
just what this dealer wanted—it directed 
attention to his store. It seemed to me he 
could have gone a step further and fea- 
tured a line of pigeon, canary and poultry 
feeds stocked by the store. This would 
have made a nice tie-up. 

@ EASTERN SEMINOLA MILLS, INC. 
are reconditioning the Baldwinsville flour 
mill, Syracuse, N. Y., and will place it in 
operation about May 1. Charles T. Olson 
will be manager. 
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Increasing Taxes Protested 


By Mutual Millers 


HE increasing rate of taxation and its 
effect on the small business man was 
lamented by members of the Mutual Mill- 
ers & Feed association which held its mid- 
winter meeting at the Buffalo hotel, Buffalo, 
N. Y., February 10. Mounting costs, it 
was said, were forcing them to adopt new 
methods of operating. Approximately 160 
dealers and allied tradesmen attended. 
Elmer Koehnlein, manager Allied Mills, 
Inc., Buffalo, welcomed the delegates and 
spoke on behalf of the Buffalo Corn Ex- 
change and Flour club. He emphasized 


Back of Vitand is a large American company, 
specializing in fine oil products. The materials, 
experience and care this company puts into each 


cOD 
LIVER OIL 


shipment of Vitand soon convinces the feed 
manufacturer that he has a fully dependable 
vitamin re-inforcement. 


CONCENTRATE Vitand contains a minimum of 3000 U.S.P. units of Vitamin 
A 


and 400 A.O.A.C. chick units of Vitamin D per gram— 
with its uniformity and potency insured by strict plant super- 


vision and continuous laboratory control. 


CHICK TESTED per the A.O.A.C. chick method, before 


it is shipped. 


Writeto NAPTHOLE, INC., BOONTON, N. J. 


for Descriptive Literature, Prices, etc. 


KING BROTHERS, Philadelphia 

JESSE C. STEWART CO., Pittsburgh 

NORTH JACKSON SUPPLY COMPANY, 
North Jackson, Ohio 

V. E. HERTER CO., Dayton, Ohio 

SAM KRAUS, Fort Wayne, Ind. 


DISTRIBUTORS OF VITAND 


CORTRIGHT MILLING COMPANY, 
Homer, Mich. 


MICHIGAN FEED & GRAIN COMPANY, 
Detroit, Mich. 

FARLEY FEED COMPANY, 
Janesville, Wis. 


INDEPENDENT FEED DEALERS’ ALLIANCE, Minneapolis, Minn. 


Also Warehouse Stocks at: 


CHICAGO, ILL. 


INDIANAPOLIS, IND. 


LANSING, MICH. 


Also, every lot is 


the need of strong organization in the 
feed industry to meet the legislative prob- 
lems coming out of Washington and to 
keep currently informed on all changes. 

Lewis Abbott, secretary of the associa- 
tion, reviewed the work of the organiza- 
tion for the past year and told of the 
results achieved by the various commit- 
tees appointed at the previous convention. 
He recommended the issuing of regular 
bulletins to members to keep them in- 
formed on all events. 

W. S. Droman, a feed dealer of Middle- 
port, N. Y., gave an interesting account 
of his 4,000 mile trip through the South- 
west, speaking largely on agricultural con- 
ditions in that section and calling atten- 
tion to the government’s efforts to prevent 
soil erosion. 

The work of the New York State agri- 
cultural station in feeding was reviewed 
by Dr. C. O. Willetts. He dwelled at 
length on vitamins, minerals and milk 
products and also called attention to the 
work of feed control officials in endeavor- 
ing to obtain a uniform inspection law. 

Dr. Willard C. Tully, Sunset Feed & 
Grain Co., Buffalo, praised the work of 
the station and also told about the Cor- 
nell university nutrient school. He rec- 
ommended that feed dealers take advan- 
tage of the information available from 
these institutions. 

Sentiment was expressed at the meeting 
in favor of holding the next fall meeting 
of the association at Toronto, Ont., in- 
stead of Jamestown, N. Y. The fact that 
the Grain & Feed Dealers National asso- 
ciation plans to hold its convention there 
at the time the Mutual Millers usually 
meet prompted the idea. 


OHIO 

George Smith has purchased the Lucas 
Milling Co. business and property at 
Lucas. 

H. J. Wulfhorst store, Van Wert, is 
being remodelled and will be occupied as 
a feed store. 

Holland Mills, Inc., Piqua, which re- 
cently opened for business sustained a loss 
of $200,000 when fire damaged the plant 
February 12. 

Guy P. Skinner, Walter Reynolds and 
Joseph Gillespie have purchased the J. E. 
Armstrong property, Bellefontaine, and 
will open a feed business. 

SHERMAN EDWARDS DJES 

Sherman T. Edwards, Chicago, IIl., pio- 
neer feed manufacturer and mill engineer. 
died March 1 after a brief illness. He was 
one of the founders of the Edwards & 
Loomis Co., which introduced one of the 
first commercial poultry rations on the 
market. Later he became connected with 
the Hales & Edwards Co. and at the time 
of his death operated a feed mill engineer- 
ing business. Mr. Edwards was one of 
the first six organizers of the American 
Feed Manufacturers association and served 
as president in 1914-15. 
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Millstones Used in Pioneer Days 
Now Serve as Decorations 


NE hundred years ago—yes, even no 

longer than 50 years back, there 

were hundreds of small grist mills 
in Maine. Some of them were tide mills 
along the coast, others derived their dy- 
namics from the 5000 rivers and streams 
in this well watered state. All of them, 
of course, had millstones. With very few 
exceptions these mills have passed. No 
longer does the farmer bring his grain to 
a local mill to be ground. Most of the 
flour and meal now comes from the great 
mills of the Middle West. 

Millstones Bring Price 

What has become of the millstones? 
Half a century ago the man who wanted 
one could pick up a perfect stone for $5.00 
or $10.00. Yet just before the business 
depression one Maine dealer asked $100.00 
for such a millstone and got it. If you 
can find one today for $50.00 you are in 
luck. So great has been the demand in 
millstones for various forms of ornamen- 
tation that they are almost as scarce as 
white crows. 

Probably the most historic millstone in 
Maine is in Scarboro on the Pine Point 
road. It stands in front of the King tav- 
ern and a tablet indicates that it marks 
the birthplace of William King, Maine’s 
first governor, born 1768 died 1852. This 
stone came from the grist mill at Stroud- 
water built by Colonel Thomas West- 
brook. He was a mast agent for the King 
of England and Westbrook was named 
after him. 

He induced Richard Forder, an experi- 
enced English millman, to come here and 
operate his mill. Originally only grain 
was handled but later it became a grist 
and salt mill combined. It was abandoned 
about 45 years ago and the millstone was 
purchased by the present owner. 

Used for Decorations 

At Boothbay Harbor a big millstone is 
the base upon which rests a large flower 
urn at the home of the late Luther Mad- 
docks. At York Village William S. Foster, 
of Foster’s Alpine Nurseries, at one time 
had collected no less than 25 millstones. 
Many of these he has sold to wealthy visi- 
tors for their estates around York. Some 
were made into bird baths while one is 
the center of a large fountain. He has a 
fence of millstones at his own home. 

At Southwest Harbor, Mount Desert 
Island, William Herrick has collected mill- 
stones for years. He has found them all 
over Maine and in New Hampshire and 
Vermont. He acquired one stone at Skow- 
hegan where it was said to have ground 
corn for Benedict Arnold’s army on its 
historic march to Quebec. He has placed 
many stones with Bar Harbor summer 
residents. 

An attractive stone is incorporated in a 
stone wall at Falmouth Foreside. Another 
stands upright in a little park at Moshers 
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@ Command Premium Among’ Relic Seekers 


The old millstones that ground out grist in colonial days may now be found serving as decorations 


for lawns, as birth markers, driveway entrances, etc. They are in pop 


and command high prices. 


g relic seekers 


Corner near Gorham. Walter A. Hawkins,qgdrag after once they settled and moreover 


retired Boston merchant, has two fine 
stones arranged attractively at the en- 
trance of his driveway at his home in 
Bridgton. They were lying in a field 
neglected at South Bridgton but when it 
was found he wanted to buy them, their 
value immediately soared. But a deal was 
finally made, although Hawkins paid 
enough. 

Unfortunately some of the finest mill- 
stones are at the bottom of the sea. Years 
ago coast fishermen discovered that a mill- 
stone with a chain passed through its cen- 
ter hole made the finest kind of a moor- 
ing for a boat. They were heavy, did not 


back half a century ago they were cheap. 
In fact many a fisherman got a millstone 
mooring merely by hauling it off. Today 
the man who wants a millstone is likely 
to pay a round figure for a good specimen. 


@ FRANK BROS., Wells, Minn., have 
constructed a new feed warehouse in con- 
nection with their elevator. 


@ CLARENCE PALMER and Adam 
HEDDERICH have formed a partnership 
to operate the Pana Flour & Feed Co., 
Pana, IIl. 
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Cheer Up! That Ugly Wolf 


May Help You Too 


HERE is more than one way of get- 

ting the money to pay your creditors. 
At least this is indicated by the letter re- 
cently sent by the Des Moines Oats Prod- 
ucts Co., Des Moines, Ia. 

“In reply to your request to send a 
check,” it reads, “I wish to inform you 
that the present condition of my bank ac- 
count makes it almost impossible. My 
shattered financial condition is due to fed- 
eral laws, state laws, county laws, city 
laws, corporation laws, liquor laws, 
mother-in-laws, brother-in-laws, sister-in- 
laws and out-laws. 

“Through these laws I am compelled to 
pay a business tax, amusement tax, head 
tax, school tax, income tax, food tax, gas 
tax, light tax, water tax, sales tax, liquor 
tax, carpet tax, furniture tax and excise 
tax and even my brains are taxed. I am 
required to get a business license, car li- 
cense, truck license, liquor license, not to 
mention a marriage license and a dog 
license. 

“I am also required to contribute to 
every society and organization which the 
genius of man is capable of bringing to 
life, to women’s relief, unemployment re- 
lief and the gold digger’s relief. Also to 
every hospital and charitable institution 
in the city including the red cross, the 
black cross, the purple cross and the 
double cross. 


“For my safety I am required to carry 
life insurance, property insurance, liability 
insurance, burglar insurance, accident in- 
surance, business insurance, earthquake 
insurance, tornado insurance, unemploy- 
ment insurance, old age insurance and fire 
insurance. 

“My business is governed so that it is 
no easy matter for me to find out who 
owns it. I am inspected, expected, sus- 
pected, disrespected, rejected, dejected, 
examined, re-examined, informed, re- 
quired, summoned, fined, commanded and 
compelled until I supply an inexhaustible 
supply of money for every known need, 
desire or hope of the human race. 

“Simply because I refuse to donate to 
something or other I am boycotted, talked 
about, lied about, held up and held down 
and robbed until I am almost ruined. 

“T can tell you honestly that except for 
the miracle that happened, I could not 
enclose this check. The wolf that comes 
to many doors nowadays just had pups 
in my kitchen and I sold them and here 
is the money.” 


@ WALDO BROS., Wysox, Pa., have sold 
their feed business to Vendervort Mills. 
Laceyville, Pa. The new owners plan to 
install molasses feed mixing machinery 
and make other improvements. 


Don’t File, Your Nails 
In Don’s Office 


“Tf you forgot to clean your finger nails 
this morning, don’t do it in this office.” 

Thus reads the sign on the wall in the 
private office of Don Mihills, National 
Food Co., Fond du Lac, Wis., who means 
those words in no uncertain terms. 

“T know that feed dealers are 100 per 
cent he men,” he writes in explaining the 
reason for his procedure. “I can’t under- 
stand why companies hire salesmen to call 
on the trade who carry a nail file and en- 
tertain themselves in the dealer’s office 
cleaning and filing their nails while wait- 
ing or even when carrying on a conver- 
sation. It must mean that they are hired 
by a sales manager who would be at home 
in the ladies ready-to-wear shop.” 


“DUTCH TREAT’’—Your Money’s Worth or Your Money Back 


into DUTCHMASTER feeds. 


ee Yours for the Asking « » « Haven’t you been asking for an organiza- 
tion that will help solve your problems and help you make more money? This service is 
available to you today—now—from Holland Mills. There isn’t enough room in this ad 
to give you all the facts, but take your pencil and check each item in the outline that 


=> HOLLAND MILLS iis a NEW organization, with old heads 
in all key positions. These men wanted to make a better feed. They’ve 
done it. They’ve put all their combined skill, experience and enthusiasm 


follows: (No. 1) Local Merchandising Analysis. (No. 2) Local Advertising with Local 
Viewpoint. (No. 3) Laboratory Testing of Your Feeds and Ingredients. (No. 4) Your 


Own Brokerage. (No. 5) Auditing and Financial Advisory Service, and (No. 6) Com- 


plete Business Survey and Plan. 


... THAT'S the kind of service you’ve been asking for! 


“THE OLD DUTCHMASTER HIMSELF” 


with interesting fact, 
s information and humor. 


BOX 10 — PIQUA, OHIO 


e246 


The Old Dutchmaster 
takes this means of 
sending a business serv- 
ice greeting to his many 
friends. He also invites 
you to write in and ask 
for your free copies of 
“Dutch Treat,” a mar- 
ket letter, and “The 
Feed Peddler,” a mer- 
chandising bulletin. 
They’re both packed 
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Consistent Direct Mail Plugging 
Builds Business for Bush 


¢ Operates Big Feed Store and Hatchery 


IRECT MAIL is the main spoke in 
1D the promotional wheel that keeps 

business turning for the Bush 
4atchery & Milling Co., Dwight, Ill., of 
which L. W. Bush is proprietor. 

“While we use other methods of pro- 
motion and these contribute to the total 
results, direct mail, by giving us a fre- 
quent direct contact, is by far our best 
medium of promotion,” says Mr. Bush. 

The main hatchery building is 25x60 
feet and two stories high. An annex is 
50x50 feet. A commodious service office 
and display room occupies the front part 
of the first story, with two large incu- 
bators in the rear and two in the annex. 
The second floor is used for the general 
office, printing department, and brooder 
room, where from 7,000 to 10,000 chicks 
at a time are brooded for one week for 
customers. 

Mill Adjoins Hatchery 

The mill and feed warehouse adjoins 
the hatchery. The mill is modern in every 
particular. The equipment includes a 30 
h.p. hammer mill, a corn cracker and a 
2-ton mixer. Mr. Bush manufactures his 
own line of feeds, called the “B-Line.” 
It includes chick starter, laying mash, con- 
centrate, hog feed, pig meal, dairy feed, 
etc. He also does much custom grinding 
of feeds, approximately 50 per cent of his 
mill business being of this type. A charge 
of 12 cents per 100 pounds is made for 
fine grinding of grains for poultry and if 
the farmer buys his concentrates of the 
firm, no charge is made for mixing. Other- 
wise the charge for mixing is 5 cents per 
100 pounds, with a minimum of 25 cents. 
A charge of 10 cents per 100 pounds is 
made for cracking corn. The farmer or 
poultryman can have any formula of his 
own made up or the mill will furnish him 
a formula for any particular purpose. 


2500 Names on List 

The hatchery furnishes an expert poul- 
tryman to cull the flocks of its customers 
and buys all the eggs for hatchery pur- 
poses from these flocks. No market eggs 
or poultry are handled. 

Mr. Bush has a mailing list at-present 
of approximately 2500 names of which 
about 1800 are active customers. This list 
covers an area of about 80 miles in diam- 
eter, with Dwight as its center. The list 
is constantly being increased with a view 
to eventually reaching a total of 5000 
names. 

The mimeographed mailing pieces sent 
out consist of a monthly house-organ 
sheet called the Bush-o-Graph, sales let- 
ters, a sheet of instructions for raising 
chicks, and feed formula sheets. In addi- 
tion to these, a regular printed 4x9 inch 
illustrated booklet of 16 pages is mailed. 

The Bush-o-Graph has a variety of con- 
tents. Its main purpose is to carry sales 
messages. They are written in an inter- 
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esting newsy manner and are interspersed 
with other features, such as occasional bits 
of humor, news bits interesting to readers 
throughout the territory, timely helps, 
seasonal hints regarding the raising, care, 
and feeding of chickens and a free classi- 
fied ad service for customers who wish to 
buy or sell anything, etc. Here is an ex- 
ample of one of the timely helps pub- 
lished: 
Timely Hints Published 

‘This is the season to think about heat- 
ed water fountains. Water at the right 
temperature will produce more eggs just 
the same as good feed. You should have 
at least two places to drink for every 100 
chickens and one feed hopper eight feet 
long feeding on both sides to every 100 
chickens. Check these conditions now just 
to be sure. We have in mind one party 
who had a self-feeder which held 300 
pounds of egg mash but only had a place 
on each side four feet long from which 
they could eat. This feeder was supposed 
to take care of 200 hens. And he won- 
dered why he was not getting eggs.” 

A recent issue of Bush-o-Graph con- 
tained an egg-cost diagram, showing 
graphically just what eggs were costing 
the grower. This feature elicited a lot of 
favorable comment from readers. As an 
example of the efficiency of the free classi- 
fied ad service to customers, in one recent 
case the seller got in contact with a buyer 
sixty miles away. 


In some instances the Bush-o-Graph is 
mailed in an envelope and in other cases 
it is folded and sealed, with one side used 
for name and address. Occasionally an or- 
der blank for chicks is placed in the paper 
to be detached and mailed. 

Sales letters are all composed by Mr. 
Bush and neatly mimeographed. One of 
these sent out December 27, 1937, was in 
reference to booking orders for baby 
chicks. An interesting and convenient fea- 
ture was a calendar for each of the first 
five months of the new year, with only 
the dates for Tuesdays and Fridays, the 
days hatches come off, being given for 
customers to check and return. 

Sheets mailed contain instructions for 
the care and feeding of chicks from the 
day they are received from the hatchery 
up to the time they begin to lay. These 
instructions are given in short sentences 
easily understood. 

The feed formula sheet is interesting 
and convenient. A place is left in which 
to punch a hole and advice is given to 
hang it in the kitchen for permanent use. 
The formulas tell just how much and what 
grain for the farmer to bring in, for what 
period the particular formula is to be fed, 
and what other ingredients will be fur- 
nished by the mill. 

“Our formula sheet,” says Mr. Bush, 
“has been instrumental in bringing us a 
lot of business. Farmers are told just how 


(Continued on Page Thirty-two) 


Live Calf Feeding Display 


Calf feeds were only a minor item in the Reed Feed & Supply Co. store, pm ei Ind., +» until this live 


calf feeding display was installed. It attracted hordes of interested cust 


Reed’s to 


demonstrate the results to be obtained from their feeds and put this department on profit-paying basis. 
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Tey A GOOD START 
and the Race Is 


WON 


c 


SELL DOUGHBOY STARTER MASH 
for Vigorous and Speedy Growth! 


Only two pounds of Doughboy Chick Starter Mash are needed during the first six weeks to give a chick 
a running start toward bigger profits. When so much depends on so little—you can’t afford to let 
your customers take chances. A deficiency of any element in the ration—one mineral, protein, or 
vitamin—may seriously slow up the chick’s growth and development. Only pullets with maximum 
growth of body and egg laying organs can be expected to give maximum 
production. True maximum growth with all ’round development and 
disease resistance means more than simply putting on fat. 


Doughboy Chick Starter Mash produces true growth and development 

_ because it satisfies all of a chick’s nutritional requirements. The min- 
erals—manganese, calcium, phosphorous, sodium, iodine, iron, and 
others are all blended into Doughboy Chick Starter Mash to build large, 
husky frames. The vitamins, A, B, D, E, F and G are all scientifically 
balanced to promote maximum growth and disease resistance. Wheat 
Germ Oil, vitamin E is added to insure full development of the egg 
laying organs. Yeast, added in the form of Poultry Yeast, furnishes 
vitamin G (the growth factor) and aids the digestive processes so that 
the chicks will get the most nourishment out of the food they eat. 


You can sell Doughboy Chick Starter Mash to your customers with full 
assurance that it will give their chicks a faster, safer start in the race for 
profits. 


Most Complete and Fastest Service in the Midwest 


NEw RICHMOND ROLLER MILLS Co. 
NEW RICHMOND 7 WISCONSIN 


THE FEED BAG — March, 1938 


| 
. 
\ 
4 
tay 
5 i 
: 
| 
All 
{ 
‘ 
} 
' 
“> 
‘3 
= 
= 
> 
~ 
4 
/ 
= 
= \ 
= CH 
> = NEW RICHMON CO. 


Ample Stocks and Display Space 
Bring Success Guptill 


¢ Finds Baby Chick Sales Profitable 


AVING plenty of space and keeping 
H stocks complete is considered one 

of the chief reasons for the success 
of the Producers & Consumers Co., Inc., 
Genoa City, Wis. 

“We believe in plenty of space, filled 
with quality mer- 
chandise,” explains 
R. P. Guptill. “At 
the present time we 
occupy a block on 
the principal street 
of this town and 
have it filled solidly 
with warehouses for 
feed, coal, new poul- 
try equipment and 
with brooder room 
for chicks. We han- 
dle about 40,000 
chicks a year and find them a good side- 
line, in fact one that we would recom- 
mend to any feed dealer. 

Fine Farm District 

The Producers & Consumers Co. is 
headed by Mr. Guptill with A. A. Guptill 
as vice president and secretary and George 
E. Schuette as treasurer. For 39 years 
the firm has operated in Genoa City, a 
small town in the famous Walworth coun- 
ty dairy country and within a short dis- 
tance of the great recreational district 
around Lake Geneva. Numerous progres- 
sive farmers operate in this firm’s trade 
territory, among whom might be men- 
tioned such names as Charles Nichols, W. 
S. Libby, and Floyd Tibbetts. So it is a 
rather pleasant region in which to live and 
transact a retail business in feeds and side- 
lines. 

“While we possess grinding and mixing 
equipment of our own,” continued Mr. 
Guptill, ‘“‘we have a place in our scheme 
of operation for branded commercial feeds 
and carry two quality lines here. In addi- 
tion to mixed feeds we have a complete 
stock of flour, seeds, salt, and coal to- 
gether with any other small items usually 
= be found in retail establishments of this 

ind.” 


R. P. GUPTILL 


Spirit of Progress 

A spirit of progress is evident around 
this business. It is no secret that the feed 
business this spring is nothing to inspire 
cheers. It is probably poorer with this 
Genoa City feed concern than a year ago. 
So far as can be noted in the locality, 
farmers are not very enthusiastic with 
eggs selling locally at 21 cents and whole 
milk at the cooperative factory bringing 
$1.85. Yet there is no defeatism in the 
Guptill blood. As proof of this, the man- 
agement found last year that they had 
more business than building capacity so a 
neat new steel warehouse for hay and feed 
was erected, 44 by 118 feet, on the rail- 
road adjacent to the remainder of the Pro- 
ducers & Consumers plant. This has cer- 
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tainly been a nice addition to the facilities 
of the concern and when general business 
conditions improve, it will increase in im- 
portance as a factor in rendering the farm- 
ers of the locality a distinctly better serv- 
ice. 
Naturally, dairy mixtures lead in vol- 
ume there. In creating good will, it is the 
firm’s policy to know as many local people 
in the dairy industry as possible. As a 
class, the dairy herd owners are among 
the most energetic and intelligent of farm- 
ers. They are the sort of people to ap- 
preciate genuine interest and helpfulness 
among business men and the Guptill or- 
ganization. In the course of four decades 
the business has become an institution in 
its part of the county—and from the first 
until today the advertising keynote has 
been personal contact. 
Good Will Important 

“We believe in knowing people, and in 
doing the little favors people appreciate,” 
explained Mr. Guptill. ‘Nothing will take 
the place of the old shoulder-touch in 
holding the friendship and loyalty in a 
business way.” 

In the spirit of extending a more com- 
plete service, the firm established regular 
sales and delivery routes and has found 
it a profitable policy. In line with the 
firm’s custom to extend favors when pos- 
sible, feeds are delivered on special order 
to farms without delivery charge. Many 
times this has been appreciated by farm- 
ers whose loyalty to the business is be- 
yond question today. So on the founda- 
tion of friendliness and sound manage- 
ment the business continues to operate 
after a history of nearly four decades, 
with every promise of future growth and 
expansion. In addition to the Genoa City 


plant, the company operates a branch at 
Spring Grove, III. 

“There is nothing complex or mysteri- 
ous in winning a reasonable share of suc- 
cess in the feed and farm supply busi- 
ness,” said Mr. Guptill. “The first thing 
is hard work. Nothing will take the place 
of that in any reputable retail enterprise 
and certainly not in commercial feed mer- 
chandising. You can say too that there 
is no substitute for square dealing. A man 
might be tricky in business a while but 
he will never remain in business through 
the years if he is dishonest or slow in 
giving all customers the squarest kind of 
treatment. So it boils down to industry, 
honesty, carrying a quality stock of mer- 
chandise, and maintaining fair prices.” 


@ MANILLA GRAIN CO. has purchased 
the elevators formerly operated by the 
Indiana Grain Producers, Inc., at Rays 
Crossing and Manilla. A. O. Cherry has 
been appointed manager. 


EASTERN MANUFACTURERS 

W. S. Young, Kasco Mills, Inc., Waverly, 
N. Y., was elected president of the North- 
eastern States Feed Manufacturers asso- 
ciation at the annual luncheon and busi- 
ness meeting held at the Onondaga hotel, 
February 18. Elmer Koehnlein, Allied 
Mills, Inc., Buffalo, was chosen first vice 
president; M. W. Howard, Grandin Mill- 
ing Co., second vice president, and H. S. 
Palmer, Tioga Mills, Inc., secretary and 
treasurer. Ralph Field, president, Ameri- 
can Feed Manufacturers association, spoke 
on various activities in the industry call- 
ing particular attention to windfall tax on 
refunds of processing taxes on large cot- 
ton bags. 


Nowak Quits Feed Business 
Vitality Leases Plant 


OWAK Milling Corp., Hammond, 

Ind., has transferred its brands, trade 
marks and formulaes and leased its plant 
and warehouse to Vitality Mills, Inc., Chi- 
cago, Ill. The change became effective 
February 14. 

Coincident with the transfer, Max M. 
Nowak, president of the Nowak Milling 
Corp., announced his retirement from the 
feed manufacturing business. He has re- 
tained only part of his former organiza- 
tion, the Soy-O-Cide division, devoted to 
the manufacture of fly spray which he 
will continue along with the production 
of other insecticides. 

The feed business of the Nowak Mill- 
ing Corp. will be carried on as in the past 
by Vitality Mills and the personnel will 


remain practically unchanged. M. G. 
Reitz of the Nowak organization will be 
associated with Vitality Mills. 

Although the change came as a surprise 
to the trade Mr. Nowak declared that he 
had been “thinking a good deal of taking 
this course for the past two years.” 

“T have been in the feed manufacturing 
business,” he said, “for the past 35 years 
beginning at Buffalo, N. Y., and later mak- 
ing the company’s headquarters at Ham- 
mond, Ind. I believe I deserve a rest from 
this end of the business but will continue 
as heretofore manufacturing and mer- 
chandising Soy-O-Cide and kindred lines.” 

Mr. Nowak has been active in the af- 
fairs of the American Feed Manufacturers 
association for many years. 
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HOLD FOR RANSOM 

Husband: “Shay, darling, I think I've 
been kidnaped. 

Wife: “What makes you think so?” 

Husband: “Well, I jush looked in my 
bed and I was gone.” 

* * * 
PRETTY EXPENSIVE 

Zeke: “How long has your son Josh 
been in college?” 

Hiram: “About four cows, two horses. 
40 bales of hay and a couple of loads of 
pumpkins.” 

HE SHOULD KNOW 

Lawyer: “What time was it when you 
were robbed?” 

Complainant: “I don’t know. Ask your 
client. He took my watch.” 


KRACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


If you want your wife to be sure and 
not forget something before she goes 
cut, put it in front of the mirror. 


ISN'T IT TRUE? 


Son: ‘What is an endurance test, dad?” 


Dealer: “An endurance test, my son, is 
trying to see how long you can run your 
business paying cash for your stock and 
selling it on credit. 
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SHORT, SHORT STORY 

“Dear Tom: Come tomorrow evening 
sure. Papa is at home but is laid up with 
a very sore foot. See?—May.” 

“Dear May: I can’t come tomorrow 
evening. I’m laid up on account of your 
father’s sore foot. See?—Tom.” 

: x 

WIDE OPEN SPACES 
Employer: “Are you a clock watcher?” 
Applicant: “No, I don’t like office work. 

I'm a whistle listener.” 
* 

Love may be blind but the average 

mother-in-law is an eye opener. 
* 
DEAD OR ALIVE 

Farmer: “Yes, my son went out west 
several years ago to make his fortune.” 

Feed Dealer: “And what is he worth 
now?” 

Farmer: “I don’t exactly know, but six 
months ago the authorities were offering 
$1,000 for him.” 

ALMOST A COMPLIMENT 

Farmer: “You hammer nails like light- 
ning.” 

Hired Man: “Thanks, I guess I am 
pretty fast.” 

Farmer: “No, I mean you never strike 
twice in the same place.” 

MAY AND MAY NOT 

Dealer: “You have quite a variety of 
plants in your garden but why are they all 
labelled ‘May Flower’?” 

Farmer: “You see, old man, they may 
flower and they may not.” 

DISTURBS THEIR SLEEP 

Visitor: “Does yo’ pappy evah preach 
de same sermon twice?” 

Preacher’s Son: “Sure he do. But no- 
body notices it ‘cause he hollers in dif- 
ferent places.” 

* 
MAKE UP YOUR MIND 

Teacher: “Use the word commercial in 
a sentence.” 

Student: “When I call my dog, she will 
either commercial stay according to how 
she feels.” 

GETTING EVEN 

Husband: “A woman is nothing but a 
rag, a bone and a hank of hair. 

Wife: “A man is nothing but a brag, a 
groan and a tank of air.” 

CORNHAY WEAKLY NEWS 

The scale on Joe Hink’s corner had to 
be emptied of pennies three times last 
week, it being ten pounds under and the 
women giving it a big play just to feel 
satisfied how much they lost. 

Luke Swag’s dog is suffering with a 
severe case of indigestion he having bitten 
one of the bums hanging ’round the water 
tank near the railroad tracks yesterday. 
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NEWS FLASH...Purine merchants ship 
solid grainioad of Chick srarten? 
FEB. 1552 25-car trainioad of Chick Startena steamed 
out of our Buffalo Mill, earmarked for 25 merchants 
of a single Atlantic States aistrict- No publicity stunt, this 
trainioad represents purina Merchants’ confidence not 
only io the money-making opportunity inthe chick seaso 
ghead but also in product which through sheet merit 
— has become ‘America’s fastest selling Chick Feed- Surely 
feed good enough to sell in trainloads is worthy of a 
place jn your store- Call your Purina Salesman now: 
PURINA MILLS ° 923 Checkerboard Square ° St. Louis. Mo. 


astern Federation Asks Funds 
For Vitamin Control Work 


® Officers Are Reelected‘at Convention 


MMEDIATE and larger appropriations 

for agricultural stations to supply 

needed personnel and equipment for 
vitamin control work were requested by 
members of the Eastern Federation of 
Feed Merchants in a resolution adopted 
at the annual convention held at the Onon- 
daga hotel, Syracuse, N. Y., February 18 
and 19, 

The organization also went on record as 
opposed to pending wage and hour legis- 
lation maintaining that the nature of the 
feed business necessitated longer working 
days than that required by other types of 
industry. In other resolutions adopted 
support was given to butter and cheese 
advertising in New York State; it was 
recommended that more stringent require- 
ments for registration and feed tags as to 
percentage of low grade ingredients such 
as ground screenings refuse, weed seeds, 
hulls, etc., be put in effect, and that an 
appropriation of $25,000 be made avail- 
able by the New York legislature for the 
developing of markets for surplus milk. 

Officers Are Reelected 

All of the present officers were reelected 
for another term. They are Albert J. 
Thompson, Wycombe, Pa., president; 
Bruce L. Hall, Cooperstown, N. Y., first 
vice president; James H. Gray, Spring- 
ville, N. Y., second vice president, and 
Louis F. Camp, Walton, N. Y., member 
of the executive committee. New direc- 
tors chosen to fill vacancies were J. B. 
Cronk, Eaton, N. Y.; L. F. Hewitt, Locke, 
N. Y., and Roger V. Haas, Evans Mill, 

Fred M. McIntyre, a past president of 
the federation, was more than pleased to 
see the revival of the organization that he 
had battled so hard to keep alive during 
the time of N.R.A. One hundred and 
twenty-nine persons registered. Feed men 
in groups conversed, old acquaintances met 
again. 

Forecasts as to the action of the federa- 
tion on public questions came up to expec- 
tations, for up in the room where the 
committee on resolutions met, the air was 
full of proposals. 

President Albert J. Thompson, in his 
report, said that the organization was 
ready to proceed with its many activities. 
He thanked the steadfast old members for 
their unwavering support and welcomed 
the new members. The rugged individual- 
ist in the feed business, he said, would 
find his ruggedness more effective if com- 
bined with that of other rugged individ- 
uals in the federation. 

Secretary Louis E. Thompson reported 
on his activities of the past year includ- 
ing the bulletins published, large corre- 
spondence carried on, duties done, and 
objects accomplished. 

Austin W. Carpenter opened a discus- 
sion on recent legislation that affected the 
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feed merchant and considerable time was 
devoted to this subject by several speak- 
ers, all to the end that appropriate resolu- 
tions would be offered for consideration. 

After luncheon Emil Hansen, president 
of the Syracuse chamber of commerce and 
a past president of the New York State 
builders Supply association, described the 
benefits of trade association work. Mr. 
Hansen enlarged on the difficulties his as- 
sociation had experienced. He complained 
that the government had decided that any- 
thing which smacks of joint effort toward 
the betterment of industry is illegal and 
unfair. His association had received a 
cease and desist order from the federal 
trade commission, he said, which had for- 
bidden it to do practically everything a 
trade association exists for. It appeared 
to Mr. Hansen that there were three es- 
sentials of a good trade association—first, 
a comprehensive membership; second, par- 
ticipation by the members, assisting the 
officers by taking part when called upon 
and replying to letters asking questions 
about the trade; third, teaching a whole- 
some respect for competitors, for competi- 
tors’ rights and competitors’ trade areas. 

At the afternoon session Holton V. 
Noyes, New York commissioner of agri- 
culture and markets, graciously took time 
from his official duties to address the con- 
vention on the subject, “What’s Happen- 
ing to Our Farmers.” ; 


Farmer Must Diversify 

After expressing some words of com- 
mendation on the importance of the feed 
merchant to the agricultural community 
and his knowledge of what was going on 
among the farmers of his community, 
Commissioner Noyes advocated diversifi- 
cation in farming and mentioned several 
examples of diversification. New York 
farmers, he intimated, had become too 
much interested in dairying which resulted 
in a surplus of milk in certain seasons 
which in turn resulted in chaos in the in- 
dustry. Now the producer of milk, the 
distributor, and the consumer should set- 
tle their differences. Progress in that di- 
rection is being made. The feed merchant 
is as much interested in the settlement of 
the milk question as any other business 
man. His counsel may help the dairyman 
to understand his problems and _ bring 
about more efficient methods. 

Doctor George E. Bennett, professor of 
accounting, Syracuse university and repre- 
senting the American Institute of Ac- 
countants, read a carefully prepared paper, 
‘Accounting as Related to the Retail Feed 
Dealer.”’ One of Doctor Bennett’s hearers 
remarked, “Everything that the dealer 
ought to know about his accounts is 
there.” 

Lionel True, who is both a member of 
the Eastern Federation and the Grain & 
Feed Dealers’ National association, as a 


representative from the latter organiza- 
tion, extended an invitation to the mem- 
bers of the federation to attend the con- 
vention of the National association to be 
held at Toronto in the latter part of 
September. 

Highway Taxes Costly 

Truman H. Preston, president of the 
New York Highway Users Conference, en- 
livened the meeting with some humorous 
remarks; then got down to cold figures to 
prove that vast sums of gasoline taxes 
were diverted to other uses than maintain- 
ing, building, and patrolling highways. Of 
the $118,000,000 collected in gasoline 
taxes in New York, $64,000,000 are di- 
verted into uses non-highway in their na- 
ture, he explained. It costs the feed dealer 
about $85.00 a year to drive a truck in 
direct and indirect taxes. The motorist 
must become mindful and resentful of the 
injustice. 

Professor L. C. Norris of the Cornell 
nutrition school, outlined the history of 
the school. It was organized, he explained, 
not from above and brought down as 
something the feed dealer ought to have, 
but actually in response to a repeated re- 
quest that it be organized. The 1937 
school had an attendance of 166 and 77 
of them were astonishingly from other 
states than New York. 

“Tt is no longer possible,” he said, “for 
farmers to get along without the feed 
merchant. This means that people in the 
feed industry must be alert to the teach- 
ings of research. The purpose of the 
school is to make it possible for feed 
merchants and manufacturers to come to 
a place where in two or three days they 
can listen to reviews and presentations of 
results of experimental work that have 
immediate and practical application. It is 
planned to hold another school in the last 
week of October. The college of agricul- 
ture is tremendously interested in having 
close cooperation between feed dealers and 
feed manufacturers and the people at Cor- 
nell who are interested in the feeding of 
farm animals.” 

Feed Men Have Power 

William A. O’Brien of the Rural New- 
Yorker, the last speaker on the afternoon 
program, emphasized a new conception of 
the importance of the 2000 feed merchants 
of New York State. Mr. O’Brien urged 
the feed men of that state as well as in 
others to concentrate their efforts in a 
common cause by means of their trade 
association at which point Mr. O’Brien 
mentioned the Eastern Federation. 

“No industry could survive the many 
years that the feed industry has unless it 
rendered a useful service,” he declared. 
“There is at least one feed dealer in prac- 
tically every village, town, or city in the 
state. They are in close contact with the 
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INDIANA 


Frank Boner is opening a feed and gro- 
cery store in the Big Three building, 
Loogootee. 

McMahan Seed Co. has purchased the 
Seberger seed store, Crown Point, and is 
remodelling it. 

George Couch & Sons have opened a 
new feed store at New Harmony. 

Peru Implement & Feed Co., Peru, held 
a farm day March 1 and was host to hun- 
dreds of customers. 

Oren Whitton has opened a hatchery 
and feed store in the Moffett building, 
Knightstown. 

Bennie Heilman has reopened the Elk- 
horn mill, Boonville, and is operating un- 
der the name, Heilman’s Mill. 


Cash In on Quaker 


Janesville Group Discusses 
Seed Price Cutting 


HE combating of cut price compe- 

tition in the seed business was the 
major topic of discussion at a district 
meeting of the Retail Feed Dealers of 
Janesville and Vicinity which was held at 
Myer’s hotel, Janesville, Wis., February 
24. More than 40 persons attended. 

Ray Farley, Farley Feed Co., Janesville. 
served as local chairman and introduced 
Roland Reinders, Reinders Bros., Elm 
Grove, Wis., secretary and treasurer of the 
Central Retail Feed association, who pre- 


Live Stock Feeds Advertising 


= in on Quaker Feeds advertising in State Farm Papers and in Dairy 
Publications—advertising that makes more sales for Quaker Dealers. 

Get vour share of these feed profits by selling the entire Quaker line. 
Quaker Dairy Ration gets more milk from the dairy herd. helps decrease 
feeding costs. maintains high production and adds to the 


in good condition. 


\ 
AGO LSA 


milk producers profit. Available in 16%. 20% and 24% 
protein content you can supply your customer with feed 
of exact protein content that he needs. 

Quaker Sugared Schumacher Feed is a long time favorite 
with farmers everywhere. It is preferred for growing fine 
young stock and for keeping the work horses and dry stock 


And for pigs! Sell Quaker Pig-N-Hog Feed. With pigging 
season just ahead you can make money on 
this feed because your customers can make 
better profits, using it to grow bigger and 
better litters. 


Make more profits and more satisfied cus- 
tomers by helping them have healthier, bet- 
— ter looking. more profitable live stock. Sell 
Quaker Live Stock Feeds. Write for com- 
plete information. 


THE QUAKER OATS COMPANY 


Dept. 32-C. 141 W. Jackson Blvd. 


CHICAGO, U.S. A. 


sided. Mr. Reinders called attention to 
the feed and fertilizer Honor Roll Plan 
to curb direct selling and dealers present 
expressed willingness to cooperate with 
firms supporting it. 

Freeman Lange, LaBudde Feed & Grain 
Co., sales representatives for the Virginia- 
Carolina Chemical Corp., discussed fertil- 
izer and voiced approval of the Honor 
Roll Plan as a protection for dealers. 

Emil J]. Blacky, associate editor of The 
Feed Bag, explained the recent ruling of 
the Wisconsin State Board of Pharmacy 
which would prohibit feed dealers from 
handling fungicides and insecticides for 
farm use, leaving this business entirely in 
the hands of the druggist. He declared 
that enforcement of such a law was im- 
probable. Mr. Blacky also pointed out the 
advantages of belonging to the Central 
Retail Feed association and urged all pre- 
sent to attend the annual convention at 
Milwaukee, June 6 and 7. 

Joe Free, Milwaukee Tallow & Grease 
Co., Milwaukee, Wis., charter member of 
the Central association and former feed 
dealer at Columbus, Wis., complimented 
the organization for the progress made 
since its inception. He said that dealers 
could best meet cut price competition by 
taking greater interest in their farmer cus- 
tomers and putting business on a personal 
basis. 

The seed situation was reviewed by B. 
J. Dryer, Courteen Seed Co., Milwaukee, 
Wis. In the discussion which followed 
the dealers agreed that the best way to 
meet cut price competition was through 
improved merchandising practices. It was 
suggested that a second grade product be 
kept on the floor to show the farmer who 
came in and complained that the price 
asked for quality seeds was too high. If 
shown the difference and approached with 
the proper sales arguments, many of these 
“shopping” customers can be convinced 
that good seeds are the most economical 
in the long run, it was pointed out. 

John Becker, Wm. A. Becker Co., Mon- 
roe, Wis., director of the Central Retail 
Feed association, spoke on the benefits to 
be gained by belonging to the organization. 
Music and refreshments for the meeting 
were furnished through the courtesy of the 
Farley Feed Co. 

The Janesville feed dealers also held 
a previous meeting, February 15, at the 
Myers hotel at which the cut price seed 
situation was also discussed. 

MICHIGAN 

Robert and Arthur Lozoen, Centerline, 
have purchased the Milford feed mill, 
Milford. 

Ralph Cooper and Ross Thayer who op- 
erate the M-40 feed store, Dowagiac, have 
opened a branch at Jones. Clayton Clark 
has been made manager. 

Donaldson Produce Cvo., Hudson, has 
opened a branch feed store at Addison. 

Sam Dykstra, Holland, has purchased 
the Conklin elevator, Conklin. 
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Zehr Pushes One Commercial Feed 


Sales Show Steady Gain 


N THE short period of nine months 

since Chester Zehr & Son started in 

’ the feed and produce business in Pon- 
tiac, Ill, they have built up a successful 
business. This result has been achieved 
by concentrating on one nationally-known 
line of feeds. 

This one line, however, is very com- 
plete, consisting of any and every type of 
feed that a farmer feeder, or poultryman 
could possibly wish. Sales are running ap- 
proximately 35 per cent hog feed and 
sheep feed, 20 per cent poultry feed and 
10 per cent dairy feed, dog feed and mis- 
cellaneous. A feed that is a leader at the 
present time is a special feed for brood 
SOWS. 

Handle Poultry Remedies 

In addition to the feed line, a complete 
assortment of poultry and stock remedies 
and a well known line of poultry yard and 
barn equipment and baby chicks are sold. 
The concern also buys poultry, eggs, and 
cream. This gives them a well rounded 
business, one that constantly brings cus- 
tomers to their store for one or another 
of the products sold or bought and gives 
an opportunity to sell something else at 
each customer call. 

The concern handles the baby chick 
business somewhat differently than many 
feed concerns. It has no hatchery of its 
own but, instead of buying chicks outright 
for re-sale, it buys its own hatchery eggs 
from people to whom it sells feeds and 
then has these eggs hatched by a well 
known custom hatchery. 

‘““By following these methods,” says 
Chester Zehr, “we know the high quality 
of the flocks from which the eggs come 
and so can personally recommend our 
chicks to customers with a full knowledge 
of their background. At the same time, it 
gives our feed customers a market for 
their hatchery eggs at a premium over 
market eggs and so helps us to sell them 
their feeds. 

Sell Eggs for Farmers 

Poultry and market eggs are bought 
from farmers on an average of around 
$200.00 monthly. A large percentage of 
these eggs are resold locally to hotels and 
restaurants. Poultry is dressed and com- 
mands high prices. This business is grow- 
ing and with it is growing the feed busi- 
ness. 

The cream business amounts to about 
1500 pounds of butterfat monthly. This 
is bought on commission for a creamery 
in Danville, Ill. “The cream business also 
helps our feed business to some extent,” 
says Mr. Zehr. “It does this in two 
ways. First, each person from whom we 
buy cream is a prospect for selling dairy 
feed. Second, farmers who come in with 
their cream are good prospects for sell- 
ing poultry, hog, or sheep feeds. Most 
farmers prefer to buy their feeds where 
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® Firm Only Year Old But Going Strong 


they take their cream as only one stop 
is necessary.” 

While several formal methods of pro- 
motion are used to a limited extent, in- 
cluding newspaper advertising and direct 
mail, together with window and floor dis- 
plays, the distribution of feed literature 
to every person entering the store is the 
most productive form of advertising. 


Use Advertising Literature 

Fortunately, the manufacturer of the 
line handled, puts out a large variety of 
literature, around 30 pieces, each one de- 
voted to some particular use of feed. 
Plenty of these are furnished to dealers 
who will make good use of them. The 
Zehr’s have a table-counter in their dis- 
play room. On this various kinds of liter- 
ature are kept in neat, clean piles so they 
present an attractive appearance. 

On this table-counter also is always a 
display of some kind that attracts atten- 
tion and people looking at this display 
cannot help but see the literature. Dur- 
ing the baby chick season, a coop of live 
chickens is used as the display. This not 
only advertises the chicks and the coop 


Organizes Chick Club 
For Farm Youths 


A feed dealer in southern Iowa has em- 
ployed a plan which has a beneficial effect 
on sales. This dealer recognizes the fact 
that children often influence purchases 
made by parents as well as establishing 
buying habits early in life. Therefore, he 
organized a Boys and Girls Chick club 
and offered to help 100 youngsters get 
started in the poultry business with their 
own flocks. 

To each youngster he furnished 30 baby 
chicks and ten pounds of his chick starter. 
The only pay he asked was that five of 
the cockerels be turned back to him in 
the fall, on a given date, as club dues. 
The remainder of the birds were then the 
property of the individual club members. 

In advance of the “settlement day” he 
advertised a number of special prizes to 
club members bringing in the largest in- 
dividual bird, heaviest five birds, heaviest 
flock, etc. The result of the venture was 
a traffic jam at his place of business dur- 
ing the entire afternoon of “settlement 
day.” 

This stunt enabled the dealer to contact 
poultry growers at an early age and let 
them demonstrate for themselves the value 
of good feed and good feeding. It was not 
required that club members feed his 
particular brand of growing mash, but 
starting mash was furnished free on the 
start—with frequent contact with club 
members during the season. Chicks were 
furnished in May and “settlement day” 
was November 26. 


they are in, but also attracts attention 
to the literature near by. The distribution 
of literature is not left to chance. There 
is always time to say a few words to the 
customer, find out what kind of stock he 
raises, and to provide him with appro- 
priate literature. 

“We use a lot of this literature,” says 
Mr. Zehr, “and we know it produces re- 
sults. We are in business for the profit 
there is in it and we believe in cooperat- 
ing with the manufacturer of our line of 
feeds for our own good as well as his. 
This distribution of literature in the store, 
which can be read at home at leisure, 
backed up with a few words of personal 
solicitation, is our most effective method 
of selling feeds. We know what is in the 
literature ourselves and always direct the 
prospect to some specific point in the 
printed matter. 

Mr. Zehr also calls on the farmers per- 
sonally. A sales representative of the 
manufacturer also does some of this per- 
sonal solicitation work. 

Newspaper advertising is done occasion- 
ally in the two local papers in Pontiac. 
Mr. Zehr composes his own ads. He has 
also developed a small but selected mail- 
ing list to which he mails out cards and 
other literature of the feed manufacturer. 

Zehr’s store building is somewhat old 
and small but it is in a good location on 
a main street of the city. Window space 
is limited but the Zehrs utilize what there 
is to full advantage. The bags have a 
distinctive, bright design and so attract 
attention in a small window where less 
elaborately designed bags would not be 
particularly noticeable. 

The display room is fitted with wall 
shelving, with the shelves built to hold the 
bags upright. What has been said about 
the designs and coloring of the bags in 
reference to window displays applies more 
so to the shelf displays. Ranged in rows 
on the shelves according to size, the bags 
present a most attractive appearance. No 
counters or other obstacles bar the way 
of customers. 

Mr. Zehr and his son do all the work 
at the store. They have a delivery truck 
and deliver orders within a reasonable dis- 
tance. 

“We do not have what would be called 
a large business at present,” says Mr. 
Zehr, “but we do think that we have done 
fairly well in the few months we have 
been in business, especially considering 
the recession of the last three or four 
months. We are not satisfied, of course, 
with what business we have. We are doing 
everything legitimately possible to in- 
crease our business and we are making a 
steady gain. We expect to keep what cus- 
tomérs we have as we treat them right, 
realizing that we cannot prosper without 
helping our customers do likewise.” 
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Direct Mail Plugging 
Boosts Bush Sales 


(Continued from Page Twenty-five) 


much of each grain to bring in and there 
is no guess work about it. This handy 
sheet has saved our customers much time 
in figuring out formulas and has brought 
us many orders for grinding and mixing 
feed, using our own concentrate.” 

The printed booklet mailed out is use- 
ful for information about chicks and 
feeds. It is furnished with a hole for 
hanging up where it will always be handy 
for reference. It describes the five breeds 
of chicks raised at the hatchery, the feed 
mili and what it will do, the nutrition and 
formula service furnished, the manage- 
ment of farm flocks, etc. It is well illus- 
trated. 

“While much of our literature stresses 
the hatching end of our business,” says 
Mr. Bush, “every bit of it helps to sell 
feeds as practically every purchaser of 
baby chicks is also a purchaser of feeds. 
Naturally, if a customer buys chicks from 
us, he is likely to accept our recommen- 
dation of feeds.” 

In addition to direct mail, newspaper 
advertising is done constantly, displays 
are maintained at all times, a neon sign 
is used, and at present an experiment is 
being made with radio announcements 
three times a week over a local station. 

The commodious office and display 
room are well adapted to feed displays. 
These are mostly unit displays. The bags 
of feed are carefully dusted and placed 
on shelves. Several well-known lines, such 


MR. BUSH 


as dog food, calf meal, minerals, etc., are 
featured and attractive window displays 
are constantly maintained. 

“Poultry feeds.” explains Mr. Bush, 
“make up about 85 per cent of our total 
feed sales with the rest mostly hog feed. 
Our territory is not a cattle feeding sec- 
tion but we do make some dairy feed. Our 
big brooder room, in which we feed day- 
old chicks for a week for our customers 
at an advance in price over day-old chicks, 
is a great drawing card and attracts many 
visitors. 

Formerly Feed Salesman 

Mr. Bush is friendly and conscientious. 
He also impresses the customer as a man 
who not only knows his business but is 
in love with it. For some years he was 
salesman for a line of commercial feeds 


HOT BOXES 
COST MONEY 


MODERN METHODS OF 
LUBRICATION CUT 
LABOR and OIL COSTS 
and PREVENT FIRES and 
SHUT-DOWNS FROM 
HOT BEARINGS. 


materials 


Department of 


Ask your “Mill Mutual’’ Insurance 
Office for full Particulars. 


Mutual Fire Prevention Bureau 


Association of Mill and Elevator Mutual 
Insurance Companies 


230 East Ohio Street, Chicago, Illinois 


proposition. 
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Made of highest grade 
properly _ bal- 
anced. A money maker 
under any crop. Packed 
in the modern clean, easy- 
to-handle 80 Ib. Handi- 
wate Paper Bag or 125 
lb. burlap bags, as you 


in Iowa. He then became superintendent 
of schools at Rollo, Ill., and later at Ste. 
Anne, Ill. The last year he was at Ste. 
Anne he also ran a small hatchery. Sell- 
ing this out, he moved to Dwight and 
opened his hatchery. Two years later he 
built the feed mill. Of the latter venture, 
he says it was one of the best moves he 
ever made as the two businesses are al- 
most inseparable and one helps the other 
in getting customers. 


@ ANDES FEED & LUMBER CO.. 
Delhi, N. Y., has been incorporated. Capi- 
tal stock is $5,000. 

@ HERBERT H. GOELTZER, Wiscon- 
sin representative, Corn Products Sales 
Co., New York, N. Y.. has been confined 
to his home in Milwaukee by illness since 
January 5. He reports his condition as 
considerably improved and expects to be 
back on his regular rounds in the near 
future. 


ae 


@ URA W. SEEGER, Marshfield, Ind., 
announces that he will immediately re- 
build his elevator which was destroyed by 
fire last January. 


@ P. E. GOODRICH, grain and feed 
dealer, Winchester, Ind., returned recently 
after spending several weeks in Florida. 
@ JOHN JOUNO, manager feed depart- 
ment, Stratton Grain Co., left February 
18, accompanied by his wife, for a vaca- 
tion in Florida. 


EASY T0 HANDLE 
PROFITABLE TO SELL 


® Get the sale of Darling’s Soil Builders 
started in your territory (if still open) 
and “cash in” on the big repeat business 


that comes with selling this better fertilizer. 


prefer. Write for dealer’s 


DARLING & COMPANY 


4201 §. ASHLAND AVE. e CHICAGO 
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Regular Feed Delivery Schedule 


Boosts Cooper Bros. Sales 
© Washington, N. Y., Firm Founded in 1925 


OOPER BROS. coal, lumber and feed 
C business was started in Washington- 

ville, N. Y., located in the historic 
Central Hudson valley, in 1925. The cities 
in this section are small and there is a 
considerable farming area with dairy and 
poultry predominating. It has been found 
that coal and lumber work in well with 
the feed business. Building supplies are 
especially beneficial during the summer 
when the feed business has a strong ten- 
dency to fall off, due to the stock being 
pastured and not so much feed being re- 
quired. 

W. C. and J. S. Cooper are the brothers. 
They employ two salesmen, who devote all 
their time calling on the trade. These men 
sell all the products of the company. This 
has been found to be good policy for the 
reason that it enables the salesmen to keep 
up volume the year ’round. 


Regular Schedule Employed 


The territory covered is within a radius 
of about ten miles of the store which is 
located on a railroad. It was decided, at 
the start, that careful scheduling would 
be needed if costs were to be held down. 
Therefore, the territory was divided into 
sections which are covered at specified 
times by salesmen and delivery truck 
drivers. In other words, a complete time 
table has been made up for the business. 

These men call on the customers once 
a week. These calls are so carefully sched- 
uled that Mr. Cooper says there is rarely 
more than fifteen minutes difference, week 
in and week out in the time they call on 
any one customer. This practice has re- 
sulted in a saving of time. The customer 
knows when to expect the salesman and 
he is usually ready to see him and to talk 
business. Also, this high degree of regu- 
larity of the salesmen has helped in mak- 
ing the customer so regular about his pur- 
chases that there is only an extremely low 
percentage of emergency orders sent in. 

To meet competition. the company fea- 
tures its own mixes of feed and mash. 
These mixes include all types of dairy and 
poultry rations. 


Are Regular Advertisers 

Advertising is done just as regularly as 
the salesmen do their work. Space is used 
regularly in the local newspaper. There 
will be an advertisement for feed and 
grain, another for coal in season and still 
another for lumber and building supplies 
are also featured in advertising space. 
Here again, having the different depart- 
ments helps. More space can be used and 
it can be used more regularly than might 
be the case if only feed and grain were 
sold. As it is, the name of the firm and 
what it has to sell are kept constantly 
before the public. There is no lull. There 
is not a spurt of advertising and then a 
cessation. 
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Rulers, carpenters’ aprons and calendars 
are used in the novelty field of advertising. 
This year’s calendar has the picture at- 
tached to the cardboard only at the top. 
Under it is a ruled space for telephone 
numbers. The column at the left is head- 
ed, “name,” and the right one “phone 
number.” There are seventeen horizontal 
lines. The idea is to make these calendars 
more usable. 


The carpenters’ aprons have proved 
especially popular. If there is no carpen- 
ter in the family to use the apron, the 
wife finds it one of the finest things she 
has ever used when hanging out or taking 
in the clothes. That big pocket is just the 
thing for the clothes pins. 

Every feature of this business has been 
reduced to the regularity of clock work. 
There is a regularity in the buying, the 
selling, the advertising, the following up 
of collections. This has meant keeping 
costs down. The salesmen do more sell- 
ing, the advertising does more selling, the 


@ WALTER UEBELE, Burlington Feed 
Co., Burlington, Wis., departed recently 
with his wife for a trip to California and 
other points. 


trucks do more delivering per hour. 
Practically everything goes by schedule 
except the collecting of bills due the com- 
pany. No way has yet been found to per- 
suade each and every customer to pay 
his bill on the same day or days of each 
month. Yet, the regularity with which 
collections are followed up has helped. 


Discounts for Cash 

Discounts are offered for cash and carry 
but there is only a small amount of this 
business. Farmers in this section are well 
occupied with their tasks and have learned 
to depend on Cooper Bros. dependable 
service. 

Cooper Bros. have fitted their methods 
nicely into the needs of their customers. 
Where special service is called for by the 
customer who is in either the poultry or 
the dairy business, the service man of the 
manufacturer is called upon and helps 
solve the problem. This has made many 
friends for the firm and has resulted in 
additional sales. “4 


@ ROY I. CAMPBELL, grain commis- 
sion merchant, Milwaukee, Wis., spent 
several days at Minneapolis recently on 
business. 


Run by Big Water Wheel 


At Doe Run in Chester county, Pa., is the Isaac Evans mill which dates back to 1744. It was at one 
time the busiest establishment in that section of Pennsylvania. The mill has a 50-foot overshot water 
wheel and was formerly operated by Joseph Bentley, Harry Taylor and William Hannum. Feed is 


ground in the old fashioned way on burrs. 
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EXPERIMENTAL FARM 


Northwestern Yeast Co., Chicago, IIl., 
has enlarged its poultry and animal feed- 
ing research facilities and has taken over 
the five-acre poultry plant of W. H. Kaup, 
Naperville, Ill., as an experimental farm. 
Mr. Kaup, experienced poultryman, has 
been retained as superintendent of the 
farm. New buildings are being constructed. 


GET IN 
WITH THE LEADER! 


@ WHEELER FEED MILL, Boyceville, 
Wis., was destroyed by fire resulting from 
lightning on February 13. Wisconsin Mill- 
ing Co., owner of the property, announces 
that no plans have been made to rebuild. 


@ MAYFIELD ELEVATOR, Mayfield, 


Minn., has installed a new feed mixer. 
Gus Bakke is manager. 
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Bacregia COUNT” 


LINE 


To get full benefits from legume crops every pound of seed should be inoculated before planting. 


In every section of the country results have proved that seed inoculated with NITRAGIN 
better yields, and improves the soil building qualities and feeding value of the crop. 
results that have multiplied the use of NITRAGIN. 


produces 
It’s these 


NITRAGIN inoculant was the first inoculant in America. It has been used and proved by farmers 
for nearly 40 years. It has been constantly improved by scientific selection of strains and testing. 


NITRAGIN is the best known, most advertised and has more dealer helps than any other com- 


mercial inoculant. 


Don’t wait—Order your NITRAGIN now and get in line with a leader. 


THE NITRAGIN CO., Inc., 3747 N. Booth St., Milwaukee, Wis. 


DOUBLE $4. 


DOUBLE $4.50 


COLLEGE INN . 
Buddy Rogers and his .5 
Hollywood Revue 


¥OU CAN 


DRIVE YOUR CAR RIGHT INTO 


e346 


The ‘Kate You Pick is the 
Rete You Vay. 


When you enter Hotel Sherman 
you give the orders. Any day or 
night, whatever price room you 
wish, you may be sure will be 
assigned to you cheerfully -a 
sizeable, comfortable room and 
your own private bath. The en- 
tire staff has only one purpose 

.. pleasing you!!! 


TOR 


distribute.* 


SRO, 


GRANITE GR 


ILLINOIS 


Elmer Zuck has purchased the Farmer's 
elevator, Shannon. 

Roy Morton has been appointed man- 
ager of the Farmers Cooperative Seed Co. 
to succeed the late D. O. Hinman. 

Robert Glaze has been made manager 
of the Dallas City feed mill formerly 
managed by Gay Boston. 

Steinhauer Bros. have opened a new 
feed store and farmers produce station at 
Vandalia. Maurice Steinhauer will have 
charge of the business. 

Chebanse feed and ice store, Chebanse, 
has opened for business. C. A. (Doc) 
Hughes is proprietor. 

Lawrence Cummings has purchased the 
feed business and cream buying station 
at Buncombe formerly operated by 
Charles Royster. 

Carl Barth has opened a feed store at 
Bunker Hill. 

DeForest Feed & Seed Co., Galesburg, 
has opened for business in the location 
formerly occupied by the Consumers’ ele- 
vator. 

Ollie Sherman has opened a feed store 
in the country north of Coffeen. 

Claytonville Farmers Grain & Coal Co.. 
Claytonville, has been incorporated with 
a capital stock of $15,000 by J. C. Ehlers. 
F. Reutter and H. Scheiwe. 

Peter Schneider has purchased the gen- 
eral feed, flour and poultry supply busi- 
ness operated by Frech and Varble, Car- 
rollton. 

George Schrader has opened a feed store 
and cream buying station at Walnut. 


POULTRYMEN’S 
CHOICE 


@ 10 winning pens out of the 17 U. S. Egg Laying Contest 
Winners in 1937 were raised on STONEMO Granite Grit. The 
remarkable records made in these contests by hens raised on 
rations which included STONEMO Granite Grit, the hard, in- 
soluble grit, is striking proof of its value in poultry feeding. 


@ More U. S. Contest Winners are raised on STONEMO than 
on any other grit. The biggest production flock between Buffalo 
and California was raised and is fed on STONEMO. The 
largest commercial turkey grower in the world buys STONEMO 
in car lots. These and thousands of other poultrymen would not 
feed STONEMO Grit year in and year out if it did not pay so well. 


@ Recent experimental work at Cornell University and the 
U. S. Dept. of Agri., Beltsville, Md., indicates that too much 
calcium is just as detrimental as a shortage—that the calcium 
intake of a chicken should not exceed 2%. 


@ Sell your poultry keeper customers STONEMO Granite Grit 
(available in all sizes—chick to turkey) and help them do a 
better job of raising more chickens, getting more eggs and 
keeping up better condition in their flocks. 
It pays. Write for prices. 


Sell STONEMO 
We have Booklets for you to 


STONE MOUNTAIN GRIT CO., Inc., Lithonia, Georgia 


feed STONEMO GRANITE GRIT 
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Urge Your Farm Customers 


To Plant Good Seed 


By M. J. JOHNSON 
Federal Grain Supervisor 


SINCERE, active barley buyer who 

understands the malster’s needs and 
knows quality barley will recommend only 
pure seed to his patrons. 

The extension division of the Univer- 
sity of Wisconsin, cooperating with the 
department of agriculture and other agen- 
cies, is holding a series of meetings in 
various sections of the state. The pur- 
pose of these meetings is to test the farm- 
er’s barley which he intends to seed this 
spring in an effort to eliminate all in- 
ferior varieties and mixtures. 

It is necessary that we have the co- 
operation of every elevator man. May I 
suggest that each elevator man canvass 
his growers in an effort to locate desirable 
seed and encourage its distribution. Cer- 
tified seed from any local grower or seed 
from stock recently released from the uni- 
versity is highly desirable. 

If you are in doubt about any seed send 
a small sample of approximately one-half 
pint to the extension division at Madison, 
Wis., or to me at 345 Federal building, 
Milwaukee. Be sure the sample you send 
is representative of the seed that is to 
be planted. This service is free. 

These are some of the important fac- 
tors I have found at meetings held in the 
state. Due to the rust epidemic last sum- 
mer much of the barley cut was too green 
and some of it is in a musty condition 
in the bin. If there is any indication of 
mold or must, either eliminate as seed or 
advise a germination test. Look closely 
for the two-rowed barley, especially in the 
Oderbrucker variety, for I have found 
from a trace up to 30 per cent in the 
farmers’ samples. The Trebi variety or 
Trebi mixtures are grown in some locali- 
ties and should be disposed of as feed for 
Trebi is not a malting type. 

If there are any evidences of smut 
masses in the grain, I would advise treat- 
ing the seed. This disease is often the 
cause of a tremendous loss in bushel yield 
per acre. I would also recommend clean- 
ing all seed grain to remove impurities and 
small green immature kernels. The farm- 
ers should be warned against the purchase 
of seed barley from foreign truckers. 

For Wisconsin the university recom- 
mends, Oderbrucker, a six-rowed, rough 
awned barley and Pedigreed Wisconsin 38, 
a six-rowed, smooth awned barley. Here 
are a few suggestions to pass on to your 
growers: 

Barley should be seeded early even 
ahead of oats to avoid the damages caused 
by hot weather. 

The land should be in a good state of 
fertility and the seed bed properly pre- 
pared. 

Do not seed too heavy. Give this a 
thought because of the small kernels this 
year. 

Remember to cut barley when it is fully 
ripe and has reached its full stage of ma- 
turity. 
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Harvest properly and avoid mechan‘cal 
injury to the barley during threshing. 

Every barley buyer should have in his 
office Circular 278 issued March, 1936, by 
the extension service, college of agricul- 
ture, Madison, Wis. 


LEAP YEAR VICTIM 
Birthday celebrations for E. C. Dreyer, 
Dreyer Commission Co., St. Louis, Mo. 
are few and far between. “I have reached 
a point where I am beginning to fudge 


now,” he explains, “for frankly, I was 
born on February 29, 1876, and 1900 not 
being a leap year, I will not reach my 15th 
birthday until 1940.” 


PACIFIC CONVENTION 

Ralph Johnstone, Tacoma, Wash., was 
elected president of the Pacific Northwest 
Feed association at the annual meeting 
of the organization held at the New Wash- 
ington hotel, Seattle, February 22. D. M. 
Bell, Aberdeen, was chosen vice president 
and C. O. Lande, Renton, secretary and 
treasurer. Floyd Oles, Seattle, was re- 
tained as manager of the association. More 
than 250 persons attended. Ray B. Bow- 
den, secretary Grain & Feed Dealers Na- 
tional association, was one of the princi- 
pal speakers. 


The 


FEEDER... 


This monthly magazine is increasing 
sales for Vitamelk Mixers... it can 
do the same for you! 


PROGRESSIVE 


is published monthly by the NATIONAL VITAMELK FEED 
DEALERS, which is the nation-wide group of feed mixers 
and dealers manufacturing and selling feeds made “Vvita- 
min rich” with Dawe’s VITAMELK. 


The Progressive Feeder carries the type of information in 
which every feeder is interested. Month-by-month care, 
feeding and management suggestions on poultry and live- 
stock . . . and other articles of interest .. . are presented in 
a pleasing, understandable way, and are appreciated by 
the feeder seeking greater profits from his efforts. 


Each and every month, 200 copies of the “Progressive 
Feeder” are mailed by us to the mailing lists of Vitamelk 
feed mixers (over their individual imprint) .. . and their 
only cost is lc per name per month for postage. 


We would like to send a sample copy of the Progressive 
Feeder for your examination . . . along with other details 
of the splendid sales-building program available to users 
of Dawe’s VITAMELK BASE. 


Send for it today. There is no cost or obligation. 


DAWE’S VITAMELK COMPANY 


DIVISION OF DAWE'S PRODUCTS COMPANY 


4800 South Richmond Street 
Chicago, Illinois 


The Normal Granary We're Hoping For 


YOUR FIRM NAME AND ADDRESS 
BRAND NAME 


AND LOCAL MESSAGE I: THIS SPACE 
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UNDER THE PALMS 
Max Cohn, president, Sunset Feed & 
Grain Co., Buffalo, N. Y., and Matt How- 
ard, general manager, Grandin Milling 
Co., Jamestown, N. Y., left February 8 
for a vacation in Florida. They were ac- 
companied by their wives. 


Un 


JOINS LA BUDDE 
Freeman Lange, for many years a sales 
representative calling on the feed industry 
and well known to many dealers, has 
joined the La Budde Feed & Grain Co.. 
Milwaukee, Wis. He will be connected 
with the fertilizer sales department. 


our 


Mash Sales! 


You should see the hens GO for YOUR MASH 
when it’s moistened with a little Semi-Solid Butter- 
milk! They eat MORE of it. That increases their 
production and their owner’s profits. It builds good 
will and your sales of MASH. Everybody gains 
when you sell Semi-Solid Buttermilk. Stock it—in 
convenient 50 and 100 Ib. drums and 500 Ib. barrels. 


CONSOLIDATED PRODUCTS CO. 
Dept. F83 


DANVILLE, ILLINOIS 


emi-Solid 


AND A COMPLETE LINE OF BUTTERMILK SUPPLEMENTS 


MANGANESE 


—what it is. 


You. 


—why you need it in your feeds. 


—how you can include it easily, 
uniformly, and at lowest cost. 


Our New Bulletin F-10 Will Tell 


course. 


@ Mashes are improved with MANGANESE. 
With our analysis table giving the mangan- 
ese content of principal feedstuffs you can 
quickly determine if your mashes contain the 
levels recommended by Cornell, Kentucky, 
Michigan, Pennsylvania, Oklahoma, Colora- 
do, etc. If you prefer, send us your formulas 
and we will make these calculations for you. 


Write for your handy manganese table and 
Bulletin F-10 today—without obligation, of 


The CALCIUM CARBONATE CO. 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


@ WHITE DOVE PRODUCTS CO. 
Harrisburg, Pa., has been incorporated 
with a capital stock of $75,000 to deal in 
feed meal and grain products. Incorpora- 
tors are Margaret Gipple, Blanche M. 
Reese and Earl Horner. 


ae 


FRANK TESCH DIES 

Frank Tesch, vice president, Knauf & 
Tesch Co., Chilton, Wis., passed away at 
his home February 12 after a lingering 
illness. He was 74 years old. Mr. Tesch 
had been a partner of W. N. Knauf, presi- 
dent of the Central Retail Feed associa- 
tion, for the past 50 years. His son, Ro- 
land Tesch, who has taken his father’s 
place in the business for many years, will 
continue in that capacity. 


ae 


FLOUR CONVENTION 

The National Association of Flour Dis- 
tributors will hold its annual convention at 
the Plankinton hotel, Milwaukee, May 23 
and 24. Members of the Wisconsin Flour 
& Bakers Allied Trades association will 
act as hosts. Philip Orth, Jr., Milwaukee, 
Wis., is president of the national organiza- 
tion. 


MOVES TO ST. LOUIS 
W. S. Otto, widely known milling engi- 
neer, who has been associated with Sprout. 
Waldron & Co., Muncy, Pa., for many 
years has established headquarters at St. 
Louis, Mo., and will handle the firm’s 
sales in Illinois, Missouri, Iowa, Indiana, 
Kentucky and Kansas. His offices are 

located at 3509 Cher-kee street. 


S. W. Sales Office Gen’! Sales_.Office N. W. Sales Office 
Box 409 43 E. Ohio St. 636 Brandeis Theatre Bldg. 
Carthage, Mo. Chicago, Ill. Omaha, N 
e366 


= (WERTHAN) 


TALK asour sacs! 


(Quoted from Customer’s Letters) 


... you let no grass grow under 
your feet when it comes to printing 
old brands, designing new ones or 
giving your customers service. You 
certainly are entitled to good, sub- 
stantial customers because of the 
way you do your business.” 


WERTHAN 
NASHVILLE — NEW ORLEANS 


——@— 


BaG CORPORATION 
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Many Resolutions Adopted 
$y Eastern Dealers 


(Continued from Page Twenty-nine) 
f.rmers and business men in each com- 
younity. If 1 had a proposition to sell to 
the people of the state 1 would sooner 
have the enthusiastic support of the feed 
dealers than of any other political or pro- 
fessional group or of any self-appointed 
leader. And if any political party felt it 
could gain the support and cooperation of 
the feed dealers, that party would do any- 
thing within reason to gain that support. 

“In the past the feed dealers have not 
made their wants known to political lead- 
ers. Feed dealers do want fair and open 
competition. They do not, however, want 
state institutions that are supported by 
public funds to use their influence to sup- 
port and promote the interests of one par- 
ticular group to the disadvantage of any 
other. 
The annual banquet was well attended. 
Austin W. Carpenter presided. A_ floor 
show of exceptional talent entertained the 
diners. Chester Leasure, United States 
chamber of commerce, was the principal 
speaker and his subject was, “On Capitol 
Hill.” He said the National chamber was 
not in any sense of the word interested in 
party politics. He had no authority to 
speak on behalf of the chamber nor does 
any other representative have that author- 
ity until two-thirds of the member organ- 
izations have decided by vote what policy 
the chamber would advocate. 

“On capitol hill,” Mr. Leasure explained, 
“legislation now pending constitutes a 
program to augment the authority of the 
executive branch of the federal govern- 
ment at the expense of communities, cities, 
states, and the national legislature.” 

Mr. Leasure cited instances to prove his 
point such as the actions of the National 
Labor Relations Board and quoted several 
legislators to show the dangers of concen- 
trated powers in the central government. 
The speaker also presented arguments 
against the Reorganization Bill and the 
Undivided Profits Tax. 

“Business men,” he said, “have been 
taking it on the chin long enough. There 
is no reason why they should continue to 
do so. The American system is not going 
to break down. But when reformers of 
the system clamp down pragmatic ideas 
of reform, industry halts. 

“The chamber of commerce is trying to 
encourage organization throughout the 
country so that big and little business will 
reassert itself and reassert the functions 
or real purposes of business in the eco- 
nomic and social life of America. If we 
are going to preserve the American system 
we have got to combat the tendency to 
centralize authority in Washington. 

Resolutions adopted at the convention 
were as follows: 

Vitamin Control Funds 

WHEREAS, the vitamin content of 
feeds and of various poultry feed supple- 
ments is of great economic importance to 
the poultry feed consumers and to re- 
putable feed manufacturers and dealers. 

AND WHEREAS many claims for vita- 
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min content of feeds and feedstuffs cannot 
be substantiated at present due to lack 
of adequate testing facilities in New York 
and other northeastern states as have been 
established in some other states. 

THEREFORE, be it resolved that we, 
the members of the Eastern Federation of 
Feed Merchants in: session in Syracuse 
this 19th day of February, 1938, go on 
record as unanimously requesting an im- 
mediate and much larger appropriation for 
the several agricultural stations to supply 
needed personnel and equipment for this 
control work. 

Be it further resolved that a sufficiently 
large appropriation be taken annually 
from the fees now received from the li- 
censing and registering of feeds and feed- 
stuffs in the several states to adequately 
supply the funds for this additional per- 
sonnel and equipment that will be required 
to carry on this vitamin control work. 

Wage and Hour Bill 

WHEREAS, the nature of the retail 
feed business is such that it must often 
be operated at longer hours than those of 
other businesses in order to serve its agri- 
cultural customers. 

AND WHEREAS, the condition of the 
industry is such that any increase in ex- 
pense, such as higher wages or increased 
number of employees, would mean certain 
destruction at this time, resulting in fu - 
ther unemployment. 

AND WHEREAS, it is the expressed 
purpose of the present administration to 
assist small businesses: 

THEREFORE, be it resolved that the 
Eastern Federation of Feed Merchants is 
deeply opposed to pending wage and hour 
legislation, and directs its secretary so to 
inform the members of congress from the 
several northeastern states. 

Government Reorganization 

WHEREAS, this country has been es- 
tablished and successfully existed upon the 
principles of checks and balances in gov- 
ernment. 

AND WHEREAS the pending so-called 
government Reorganization legislation 
would definitely destroy this basic factor 
in our principles of government by trans- 
ferring to the executive department many 
of the balancing duties now performed by 
the judicial and legislative branches of the 
government. 

THEREFORE, be it resolved that the 
Eastern Federation of Feed Merchants is 
unanimously and vigorously opposed to 
the proposed reorganization legislation in 
the interest of maintaining a freely func- 
ticning government. 

Milk Advertising Fund 

WHEREAS, in the event that the New 
York State milk advertising campaign may 
be continued another year. 

THEREFORE, be it resolved that the 
Eastern Federation of Feed Merchants 
recommends that at least 25 per cent of 
the total sum be used to advertise New 
York State butter and cheese. 

Adequate Lien Law 

WHEREAS, it is necessary for feed 


dealers to extend credit to farmers. 

AND WHEREAS, in order that feed 
dealers may be adequately protected in 
granting credit in the sale of feed, grain, 
hay, fertilizers and all farm supplies. 

THEREFORE, be it resolved that the 
legislative committee of the Eastern Fed- 
eration of Feed Merchants be instructed 
to work for the enactment of such amend- 
ments to the lien laws of New York State 
as will provide the accomplishment of that 
aim. 

More Stringent Feed Laws 

WHEREAS, in the northeastern states 
the purchasers of manufactured feeds do 
not at present have sufficient information 
of feed contents. 

Be it resolved that the Eastern Federa- 
tion of Feed Merchants recommends to 
feed control officials of the several north- 
eastern states more stringent requirements 
of specifications of registrations and feed 
tags as to percentage content of low grade 
ingredients, such as ground screenings 
refuse, weed seeds, hulls, chaff, etc. 

Posting of Corn Grades 

WHEREAS, the purchasers of corn and 
corn goods should be protected. 

Be it resolved by the Eastern Federa- 
tion of Feed Merchants that the depart- 
ments of agriculture in the several north- 
eastern states be urged to adopt regula- 
tions requiring wholesale and retail feed 
dealers to post publicly at their places of 
business for information to their custom- 
ers the official U. S. grade of corn. 

Surplus Milk Fund 

WHEREAS, approximately 50 per cent 
af the inspected market milk. produced in 
the New York Milk Shed is so-called “sur- 
plus” milk, and has to be made into manu- 
factured products competing in markets 
on an even basis with dairy products that 
are manufactured from milk of lower 
quality, and 

WHEREAS, we believe that it is pos- 
sible to manufacture superior products 
from this market milk, and that there are 
unlimited possibilities for better methods 
of manufacture and distribution of these 
products to the end that it will bring to 
the producers greater income. 

THEREFORE, be it resolved that we, 
the Eastern Federation of Feed Mer- 
chants, go on record as recommending to 
the governor and the New York State 
legislature, that an appropriation of $25,- 
000 for the purpose of making further 
fundamental studies as to new methods 
and the possibility of the practical appli- 
cation of these new methods be made. 

We further recommend that this money 
be made immediately available for use at 
the New York State experiment station. 

Employment Pensions 

WHEREAS, New York Senate Bill 23 
provides for payments to discharged em- 
ployees over 40 years of age and also pro- 
vides that discharged employees may 
maintain an action against former em- 
ployers to recover such payments. 

AND WHEREAS, retail feed merchants 
as a class are unable to make such pay- 
ments unless there be an added cost of 
feeds to farmers which is contrary to 
present governmental policy. 

THEREFORE, be it resolved that the 
Eastern Federation of Feed Merchants is 
opposed to Senate Bill 23. 
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Tested | 


Purity and Germination 


OLDS’ maintains a full time 

raduate analyst to test all 
~~ of seeds. This complete 
laboratory control insures 
higher yields. 


Headquarters for 
CERTIFIED AND 
REGISTERED SEED 
GRAINS AND HY- 
BRID SEED CORN. 


@ Here is a Plan that enables you to Supply 
Quality Feeds at Prices lower than competitors 
usually charge for inferior feeds. 


Mix Conkeys Y-O 32% Supplement 
with Low-Cost, Home-Grown Grains 


Just add Conkeys Y-O 32% Supplement 
with ground grains and you have a vitalized ration that will 
results with the most expensive feeds. 
Y-O 32% Supplement contains easily digested animal pro- 
teins obtained from milk, meat and blood flour, perfectly 
balanced and blended with vegetable proteins. 
vitalized with Y-O—a patented product which seals and holds 
the strength of the A and D vitamins of Cod Li 


It's a “Quick Mix.” 


match 


B and G vitamins of Non-fermenting Yeast and Vitamin E 


of Wheat Germ Oil. 
competition. 


usiness builder for you. 


Write for particulars regarding 

agency while territory is still open 
The G. E. Conkey Co., 6761 Broadway, Cleveland, O. 
MILLS: Cleveland, O.; Toledo, O.; Nebraska City, Nebr. 


Sell your 
OLDS’ Old Gold Seeds 


for bigger crops 


your customers know this 51 


year old company that has featured 
seed especially suited to Middle 
West growing conditions. That’s 
why they grow bigger crops . . . 
and why they are easier to sell to 
your customers. We shall be glad 
to put you on our mailing list for 
current market seed prices. Write 
today. This service is free. 


L. L. OLDS 
SEED COMPANY 


Dept. 21 Madison, Wis. 


Try this plan of meeting cheap feed 
You'll have the best bunch of satisfied custom- 
ers you have ever had. There’s a better profit in this feeding 
Fenocd for your poultry trade and it’s a sure profit maker and 


Conkeys 


Then all 


iver Oil, 


MANY FACTURED BY 
The G.E.CONKEY CO. 


New Agricultural Act 


Controls Crops 
(Continued from Page Nine) 


area will be announced by the secretary. 
The allotment will be the acreage in the 
corn-producing area which, under average 
yields of the last ten years, would pro- 
duce (together with the production outside 
of the area) a supply for the marketing 
year equal to the reserve supply level. 

A marketing quota, similar to that for 
wheat, and subject to approval of a two- 
thirds vote of participating farmers, may 
also be set up for corn. If the secretary 
on the basis of the August corn crop esti- 
mate, determines that the total supply of 
corn as of October 1 will exceed the nor- 
mal supply by more than 10 per cent, he 
will announce by August 15 that market- 
ing quotas will be in effect in the com- 
mercial producing area. The quota level 
is approximately 2,800,000,000 bushels. 
Whether quotas will be necessary on the 
1938 corn crop will not be determined 
until the August production estimate. 
Farmers would be assigned individual 
farm marketing quotas, fixed after “stor- 
age amounts” are determined. If a farmer 
markets more than his allowed marketing 
quota, a penalty of 15 cents a bushel is 
fixed on the amount of the excess mar- 
keted. 

Corn Loans Provided 

The Commodity-Credit Corp. will make 
loans on corn stored on farms under seal 
during any year when the November crop 
report indicates that the production ex- 
ceeds the normal year’s domestic con- 
sumption and exports or when the farm 
price of corn is below 75 per cent of parity 
on November 15. The rates of corn loans 
to cooperators in the commercial produc- 
ing area will be: 

(1) 75 per cent of parity if the produc- 
tion is not above a normal year’s con- 
sumption and exports, but the farm price 
is below 75 per cent of parity. (2) 70 per 
cent of parity if the production exceeds 
a normal year’s domestic consumption and 
exports by not more than 10 per cent. 
(3) 65 per cent of parity if the produc- 
tion exceeds a normal year’s domestic con- 
sumption and exports between 10 and 15 
per cent. (4) 60 per cent of parity if the 
production exceeds consumption and ex- 
ports between 15 and 20 per cent. (5) 55 
per cent of parity if the production ex- 
ceeds consumption and domestic surplus 
between 20 and 25 per cent. (6) 52 per 
cent of parity if the production exceeds a 
normal year’s domestic consumption and 
exports by more than 25 per cent. 

Loans will be made to cooperators out- 
side the commercial producing area at 75 
per cent of the above rates and to non- 
cooperators at 60 per cent of the above 
rate. 

Don’t Understand Bill 

Various reactions among farming groups 
followed in the wake of the farm bill’s 
passage. Generally, it is admitted that few 
persons can gather a clear idea of what 
the entire program is about from reading 
the complicated wordings of the pro- 
visions. 

R. B. Bowden, secretary, Grain & Feed 
Dealers association, who recently returned 
from a trip in various parts of the coun- 
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try related the comments he heard in a 
bulletin issued February 28. 

“Tn the two districts visited—the North 
Pacific Coast and the Northwest spring 
wheat area—there seems to be much mis- 
understanding of the full purport of the 
pill,” he explains. “As the details of the 
bill are explained and dealers come to see 
the increased hazards, there is increased 
interest in the exact nature of the regula- 
tions which the secretary of agriculture 
may issue to make it work.” 


® ROBERT KECK, for nine years man- 
ager of the Farmers Union Product Co., 
Delta, Ia., Resigned February 1. 

@ JERSEY CEREAL CO., Irwin, Pa., 
plans to reopen for business after a five- 
month shutdown. 


@ FRANK BROS., Wells, Minn., have 
completed the construction of a warehouse 
which will be used for the storage of 
feeds. 


@ FRANK A. SCHRADER, Dodge & 


Schrader Feed Co., Brodhead, Wis., died 
recently at the age of 68 years. 


@ FRED SLOAN has rented a section of 
the Ives building, Aledo, Ill., and will open 
a modern feed store. 

@ RUSSELL JOHNSON, Galesburg, IIl., 
has opened a feed store in the Brodd 
Garage building, Andover, Il. 


@ MAURICE DUNLAP, Greenwood, 
Ind., has been appointed manager of the 
Victory Feed & Supply Co., Marion, Ohio. 


~~ 


POULTRY LABORATORY 

Plans for establishing a regional re- 
search laboratory at Lansing, Mich., for 
the study of poultry diseases have been 
completed by the United States depart- 
ment of agriculture. Study of fowl paraly- 
sis is one of the first projects contem- 
plated. The laboratory will be a coordi- 
nating unit and headquarters for a re- 
search program in which 25 North Central 
and Northeastern states are to cooperate. 
A new building and other facilities are 
being planned and it is expected that con- 
struction will be begun in a few months. 
Selection of a director and other staff 
members will be made through regularly 
announced civil service examinations. 


attractive prices. Get our quotations. 


Win and Hold Customers 


@ Every batch of VI-TEST cod liver oil is uni- 
form in quality, giving you assurance that your 
feeds wil i 
tection. 
units of vitamin A and 400 units of vitamin D. 
VI-TEST “Fortified” has 3,000 units of vitamin 
A and 400 units of vitamin D. 


@ Booking now for spring and summer requirements at 


STRATTON GRAIN CO. 


Grain & Stock Exchange, Milwaukee, Wis. 


give constant, adequate vitamin pro- 
VI-TEST “Straight” contains 1,000 


VTEST 
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QUALITY FPLOURS... QUALITY FEEDS 
Let Us Include 


Minnesota Girl Flour 


OR 
Goodbread Flour 


In Your Next Car of 


QUEEN WHEAT FEED—CHEROKEE PURE BRAN @ 
* CHEROKEE MIDDLINGS—MIDDOG MIDDLINGS 


WIRE US FOR PRICES 
Offices: Corn Exchange Bldg., Minneapolis, Minn. 


Mills: St. Paul, Minn. 


means PROFIT 
or LOSS 


Customers measure feeds 
by Results! If the cod liver 
oil you use gives Results 
they will keep on being ni 
tomers @ With VI-TEST 
you don’t have to worry 
@ Every gallon of VI-TEST 
Cod Liver Oil (Straight or 
Fortified) has been rigidly 
batch-tested in our own New 
York Biological Laboratories 
according to U.S.P. and 
A.O.A.C. methods @ The 
Results we get with VI- 

TEST on white rats and 
chickens are the Results your 
customers want—the Results 
they'll get @ Do away with 
8uesswork and chance. Make 
VI-TEST your Cod Liver 
Oil—backed by fifteen years 
experience @ Write for sam- 
ples, literature and prices. 


GUNNING ¢ GUNNING 


601 W. 26th St., New York, N.Y. 


CODMLIVER OIL 


“Straight” 1000A—100D @ “Fortified” 3000A—400D 


CEREA 


MINNEAPOLIS 


CORN and OAT 


For 


TRY US 


GRADING CO. 


WISCONSIN TRADE 
Prices Right — Service Prompt 


L 


The RIG 
| 
i | 
‘ 
| 
| 
| 
} 
| 
7 
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1 CAPITAL FLOUR M mec. |g 
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38 Radio Stations 
~~ will, early this 
Spring, tell poultry- 


There Is a Fast Growing Demand 
for PiLotT BRAND Oyster Shell... 


CHICK 


OYSTER SHELL- 


men the advantages FLAKE 
of feeding chick size 
to their baby chicks. 
. We suggest your keeping 


an ample stock of this size 


OYSTER SHELL PRODUCTS CORPORATION 
New Rochelle, N. Y. St. Louis, Mo. London, England 


COAST TO COAST 
GRAIN SERVICE 


INCORPORATED 


MINNEAPOLIS, MINN. 
761 Chamber of Commerce 


Country Offices 


Fairmont, Minn. Grand Forks, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 

Sac City, Iowa 


Terminal Offices 


Duluth Buffalo Kansas City 
Milwaukee Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 
Toledo Memphis s San Francisco 


Cargill, Incorporated, Seed Division 
Box 64, Minneapolis. 


Highest Quality 


Prompt Service 


MORTON SALT COMPANY 


MILWAUKEE e¢ WISCONSIN 


PELLETING BOOK 
What is claimed to be the first book to 
be published on pelleted poultry feeds has 
been written by Dean Wilkins, Berkeley, 
Cal., and is now ready for distribution. 
Mr. Wilkins is a nationally recognized 
bio-chemist and has worked with feed and 
poultry men for the past 12 years in 
studying pelleted feeds. The book is on 
general sale at $1.50 per copy. 
JOINS HOLLAND 
William Whitmore, formerly assistant 
superintendent, Allied Mills, Inc., Fort 
Wayne, Ind., has been appointed plant 
superintendent for Holland Mills, Inc., 
Piqua, Ohio, which recently opened for 
business. Many feed dealers in Indiana 
and Ohio are personally acquainted with 
“Bill” and he invites them to come and 
see him in his new position. Holland 
Mills, Inc., is being operated by G. A. 
(Gust) Holland, who, until recently, was 
associated with Old Fort Mills, Marion, 
Ohio. 


os 


FREE LABORATORY SERVICE 

Gunning & Gunning, New York, N. Y., 
producers of Vi-Test cod liver oil, an- 
nounce that they have placed the facilities 
of their biological laboratories at the dis- 
posal of their customers. Services offered 
without charge include analyses of feeds, 
disease diagnosis, formulae suggestions 
and any information which may be de- 
sired on vitamin subjects. Dr. Henry T. 
Mason, recognized authority on cod liver 
oil, is in charge of the Gunning & Gunning 
laboratories. 


~ 


SALT 


= 
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‘lere’s How to Prepare 
‘)perating Statement 


(Continued from Page Seventeen) 


ul life is less than ten years. Refrigera- 
‘ion, grinders, slicers, etc., may well be 
charged off 20 per cent per year. Where 
‘xtures become property of landlord at 
nd of lease, their cost is included in rent. 
See line 16.) Delivery equipment ex- 
oenses go on line 13. 

22. Insurance includes premiums on 
,olicies like public liability, fire, employee 
‘idelity, theft, bad checks, and others. Do 
not include insurance on building if owned. 
(See line 16.) Do not include insurance 
on delivery trucks. (See line 13.) Do not 
include premiums on personal policies ex- 
cept when insurance is purely a business 
policy with the business named as bene- 
ficiary. However, when making up prop- 
erty statement, an unincorporated mer- 
chant may list, as assets, equities in per- 
sonal insurance policies. 

23. Social Security, Unemployment Tax. 
(Self-explanatory. ) 

24. Other Expense. Do not let this be- 
come a catch-all. Set up separate accounts 
for all substantial expenditures. 

25. Operating Expenses. The sum of 
lines 8 to 24. 

26. Sales Tax is listed after total oper- 
ating expense because it is not properly 
an expense, yet it has been collected 
and included in retail sales it must be ac- 
counted for. 

27. Total Expenses. The sum of lines 
25 and 26. 

28. Net Operating Profit. Gross mar- 
gin (line 7) minus total expense (line 27). 

29. Other Net Income may or may not 
exist in any given business. It is income 
derived from activities other than direct 
store sales and yet properly credited to 
the business. Any expenses incidental to 
this activity should be deducted before 
listing, and not included among store ex- 
penses. 

30. Total Net Income. The sum of net 
operating profit (line 28) and other in- 
come (line 29.) 


@ H. L. KLEMME, feed dealer at Strat- 
ford, Wis., was among those who jour- 
neyed to Florida last month to escape the 
snow and ice. 


ENLARGED PROGRAM 

Iodine Educational Bureau, Inc., New 
York, N. Y., has enlarged its advertising 
program in farm and poultry papers and 
will use as its underlying theme, “Help 
your chicks use more of the feed they 
eat.” The value of iodine from the stand- 
point of increased mineral assimilation 
for bone building and the improvement of 
the digestion of proteins for body build- 
ing will be stressed in the campaign. 

NEW CATALOG 

Brower Manufacturing Co., Quincy, IIl., 
has just issued its new catalog containing 
its complete line of poultry supplies and 
feed mixers. The book includes 100 pages, 
is attractively illustrated’ and contains 
photographs of the plant and of the execu- 
tives of the firm. Copies are free for the 
asking. 
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“WHY SHOULD 


| PUSH THE 


ARMOUR LINE?” 


Well you why! 


@ In the first place, Armour’s Supplemen- 
tary Feeds are favorites with stockmen and 
poultry raisers everywhere. And here’s 
why: these quality feeds do a money- 
making job for every one of them. They 


ARMOUR’S DIGESTER TANKAGE 
Highly digestible and palatable. Light, 
mealy, high in protein. Puts sound flesh 
on animals in less time. A real money- 
maker for every dealer. 


ARMOUR’S MEAT AND BONE SCRAPS 


Guarantees more milk and eggs. . 
stronger calves and chicks. Adds essen- 
tial mi Is and p to the diet. A 
fast seller in any feed store. 


% 


help the farmer bring his animals to market 
shape quicker...put sounder flesh and a 
finer finish on every animal ... and save 
him money on costly grain feeds! That’s 
one reason. Another is that an Armour 
user talks about these fine feeds .. . sells 
them for you. That means extra sales and 
extra business for every dealer who features 
the Armour line! 


Build Sales! Build Profits! Build Good- 
Will! Feature the Armour line! 


For further information write to 
The Animal Feed Department 


ARMOUR 4x0 COMPANY 


Union Stock Yards, Chicago, Illinois 
Manufacturers of Armour and Morris Brand Feeds 


prices delivered to your station. 
WHOLESALE ONLY. 


During the past 12 months, we have sold approximately 90 per cent of the 
cod liver oil used in the territory that we serve in northern Illinois and southern 
Wisconsin. We have also distributed a number of carload shipments of our 
Peerless brand Cod Liver Oil to large mixers throughout the state of Wisconsin. 


Peerless brand oil has been tested by the Department of Agriculture at 
Madison and has proved very satisfactory in actual feeding tests. 


For the mixers not using straight cod liver oil, we offer Vitand Concentrated 
U.S.P. Cod Liver Oil. There are no substitutes for Vitand, so before you 
purchase your concentrated cod liver oil, learn about Vitand and get our 


YOUR PATRONAGE IS APPRECIATED 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss 


BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound for 
pound—And it’s selling at about half the price of corn. 
When you use “Manard Quality” Blackstrap you get 
extra nutritive value in your feeds as “Manard Quality” 
‘contains about 1% less moisture and 1% more solids than 


“Standard” Blackstrap. 


MANARD MOLASSES CO., New Orleans 
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It’s Here!! 
The Feed Bag Annual 
1938 Edition 


Wiram THREE WEEKS the 1938 edition 
of THE FEED BAG ANNUAL FEED BUYERS 
GUIDE will be in the mails. Representing a ye2r’s ” 
work, it is crammed with facts which will answer REFERENCE BOOK of the FEED INDUSTRY 
all the questions you will ask about: 


Vv Mixed Feed Know These Answers ? 


. Where to buy Velvet Bean Meal? 
V Feed Ingredients 


Is Castor Bean Meal Poisonous? 


What are sources of Vitamin G? 
Who made the first Dairy Feed? 
New Sales Ideas for This Month? 


Grain 
Seeds 


The Mineral content of Oats? 


¥ Machinery and Equipment 


The Protein content of Garbage? 


Vv Side Lines 


© All these answers, plus hundreds more, 

are contained in THE FEED BAG AN- 

to place your order for this comprehensive 

THE FEED BAG BUYERS GUIDE and REFERENCE 

741 N. Milwaukee Street BOOK 

Milwaukee, Wisconsin 


to The Feed Bag and free copy of The 


Feed Bag Annual. Published by 


[ ] Enclosed each) | 
copies of The Feed Bag Annual Buyers tt eed 2. 
Guide for 1938. 


Merchandising Magazine of the Feed Industry 


| 
[ ] Enclosed find $2.00 for a year’s subscription | 
| 
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e@ WAYNE FISH, Wayne Fish & Co., 
Minneapolis, and Miss Marguerite Blaska 
wre married March 12 at the Central 
Ltheran church in Minneapolis. A recep- 
tion was held following the ceremony at 
the Windsor apartment hotel. 


e SULLIVAN LUMBER & FUEL CO., 
Sullivan, Wis., was robbed of $17.00 in 
cesh recently by a thief who entered the 
oftice. Romie Gruennert, manager, had 
leit a pair of trousers hanging near his 
desk with $6.00 in one of the pockets. 
This was also stolen. 


@ PROSPECT MILL, owned by Mrs. 


Robert Heighe, was destroyed by fire Feb- 
ruary 19. Loss was estimated at $8,000. 


@ LEE CASPER and Harry Chrisinger, 
Black River Falls, Wis., proprietors of the 
Taylor Feed & Produce Co., have leased 
the Northfield mill, Northfield, Wis. Mr. 
Chrisinger will be manager. 

@ JAMES PERRY CLAY who operated 
a flour and feed business at Beckley, W. 
Va., died February 19 after an illness of 
three weeks. He was 70 years old. 

@ HARWEIN FEED & FUEL CO., West 
Islip, L. I., sustained a loss of $100,000 
recently when fire damaged its plant. 


@ ADOLPH A. ALBERT feed store, 
Kingston, N. Y., was recently damaged by 
fire with a loss estimated at $18,000. 


Do Your Own Feed Mixing 


Double the profits of your feed business 
with a DAISY horizontal batch mixer. 
Capacities 14 to 2 tons per batch. Fastest 
and most thorough mixer on the market. 
Loads, mixes, discharges and sacks a ton 
batch in 12 minutes. Requires only 3 H.P. 
for the 1-ton size and other capacities in 
proportion. Motor or belt drive. Write 


today for complete information and low 
| | factory-to-user prices. 
K- R. HOWELL & CO. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


= Pecos Valley Alfalfa Mill @ 
Hagerman, NM. 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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MORE 


... When Chicks Are Fed 
CARUS “CHICK 
MANGANESE” 


@ It is a recognized fact that chicks need 
“Chick Manganese” in their diet. Without 
it perosis, short legs, short wings and parrot 
beak are apt to afflict them. Chick Manga- 
nese is a finely pulverized anti-perosis mate- 
rial that mixes easily with feeds and mashes 
and prevents perosis. 
Chick Manganese is an essential element. 
Include it in all your feed mixes. Mixers’ 
prices and bulletin on this new material on 
request. 

Dept. FB-2, 


CARUS CHEMICAL CO., 


De Your Feeds 


Contain Cimple 
Vitamins Aand D? 


Tested and 

Proved by Reputable 
Feed Manufacturers and 
Experienced Feeders ... 


High Potency Sardilene 400 is guar- 
anteed a minimum of 400 A.O.A.C. 
Chick Units of Vitamin D and 3000 
U.S.P. Units of Vitamin A per 
gram. It is easy to provide for am- 
ple vitamin A and D supply. 


High Potency Sardilene 400 is made 
from the same high quality Sardi- 
lene which has been a great favorite 
in the feed trade in recent years and 
is fortified with rich A and D con- 
centrates from natural sources. Man- 
ufactured in a plant processing sar- 
dines for human consumption, it is 
pure, palatable and extremely low in 
free fatty acid. 


Vitamin Content 
Guaranteed— 
Every Batch Chick Tested 


Every shipment reaches feed manu- 
facturers at full vitamin strength. 
Every batch of High Potency Sardi- 
lene 400 is chick tested and guaran- 
teed content proved before it leaves 
the factory. 


Because of the extremely high vita- 
min content and the guaranteed 
minimum, much smaller amounts 
than of standard Sardilene are re- 
quired for any given purpose—thus 
effecting marked savings in time, 
labor and cost. 


Already tested and adopted by reput- 
able feed companies, High Potency 
Sardilene 400 is proving a definite 
aid in building and holding satisfied 
customers. 


For further information, write 


F.E. BOOTH CoO., Inc. 
Dept. 10 

Farley Building Cleveland, Ohio 

110 Market St. San Francisco, Calif. 
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Do as hundreds of other local 
millers are doing, and boost your 
feed sales-AND PROFITS— 
by mixing and selling a line of 


stock balancers containing Ani- 
mal-Poultry Yeast Foam! 


FREE Formula and 


Merchandising 


Service 


Take advantage of FREE Yeast 
Foam formula and merchandis- 
ing service offered to millers 
buying from us! Leading farm 
papers carry Animal-Poultry 
Yeast Foam advertising every 
month. Users everywhere get- 
ting wonderful results! Every 
customer helps you win new 
customers! Write today for 


PROFIT FACTS. 


Northwestern Yeast Co. 
DEPT. FB 
1750 N. Ashland Ave., CHICAGO 


ANIMAL - POULTRY 
YEAST FOAM 


@ JOHN CARL, Porters Siding, N. Y., 
has installed modern grinding equipment 
in his feed store. 


oe 


@ ELMER ROBERTS, for 27 years op- 
erator of a feed store at Portage, Pa., died 
recently after a brief illness. 

@ WILLIAM GROWER & SON, Wil- 
liamsport, Md., have installed a new feed 
mixer. 


@ H.N. CLARK and L. C. Gedatur have 
purchased the Gaylord flour mill, Gaylord, 
Minn., from J. J. Johnson. 
FIVE NEW VITAMINS 
Dawe’s Vitamelk Co., Chicago, IIl., has 
issued detailed information on five new 
vitamins which are included in its product, 
Dawe’s Vitamelk. They are Bs, Be, K, 
Filtrate Factor and Anti-Gizzard Erosion 
Factor. Studies of these vitamins and 
their discovery are explained and other 
important facts are made known. Dealers 
desiring further information are requested 
to write direct to the company at 4800 
S. Richmond street, Chicago, Ill. 


MANGANESE BOOKLET 

Merck & Co., Rahway, N. J., has issued 
a booklet entitled “The Use of Manganese 
Sulfate.” What the product is and how 
it works when included in poultry feeds 
is explained in the language of the feed 
man. Dealers desiring copies may obtain 
them free by writing the general sales di- 
vision of the company. 


Hales Milling Co. Plant 
Sold to Free, Mayr 


Hales Milling Co., plant and equipment, 
Milwaukee, Wis., have been purchased 
from the estate of the late Dewey Hales 
by Joe Free, Milwaukee Tallow & Grease 
Co., Milwaukee, Wis., and I. K. Mayr, 
Mayr’s Seed & Feed Co., Beaver Dam, 
Wis. 

The new owners are remodelling the 
plant and expect to reopen it for business 
within a few weeks. The mill has been 
idle since January 29. Only the mill and 
equipment and not the firm name or the 
business are included in the transaction. 

Mr. Free and Mr. Mayr are forming a 
corporation to conduct a general feed busi- 
ness after remodelling work is completed. 
Both men are well known in the trade. 
Mr. Free conducted a retail feed store at 
Columbus, Wis., previous to establishing 
his present meat scraps business. Mr. 
Mayr now operates a wholesale and retail 
feed and grocery business at Beaver Dam, 
Wis. 


ae 


@ HARWEIN FEED & FUEL CO., stor- 
age warehouse, West Islip, N. Y., was 
destroyed by fire February 13, with a loss 
estimated at $100,000. 


@ W. H. HENDERSON, Manchester. 
N. H., has purchased the retail grain busi- 
ness of the Britton Grain Co., Claremont, 
N. H., and will continue to operate it un- 
der the old name. 
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Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran and Middlings 


TENNANT & HOYT Co. 


Order a Mixed Car of 


—Higher in Protein— 


LAKE CITY, MINN. 


SAVE? 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 


MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 


No. Milwaukee—3328 W. Cameron Ave. 


FOR FEED MIXING 


TANK CARS - BARRELS - DRUMS 
QUALITY AND SERVICE UNEXCELLED 
SHIPMENTS FROM NEW ORLEANS AND ATLANTIC SEABOARD = 


NATIONAL 


e44e 


MOLASSES co. 
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Cash Buyer Shouldn't Carry 
Slow Payer’s Burden 


HE entire credit system is a delicate 

commercial mechanism, easily disrupt- 
ed by poor usage. The failure of one in- 
dividual or firm to pay just debts on the 
date due adversely affects all other mem- 
bers of the vast credit system. 

Such is the summary of a report made 
by the Franklin Typothetae of Cincinnati 
following an intensive study of the prac- 
tices of its members with respect to the 
granting of cash discounts and of credit 
to unknown customers. 

A number of important and invaluable 
recommendations with regard to current 
credit practices were emphasized in the 
study. 

“It certainly is unfair,” the report 
states, “to charge a cash customer $100 
for a bill of goods, and to charge a slow 
account the same price, but allow him 
three to six months to pay.” 

The report substantiates this assertion 
as follows: “Considering only the inter- 
est factor, you are giving the slow ac- 
count a better deal than the cash cus- 
tomer. You are giving the slow-paying 
customer the same merchandise plus $1.50 
or more of lending money services when 
he pays three months late, $3.00 or more 
of free loan service when he pays six 
months slow, and $6.00 or more of free 
banking service when he pays in one 


year.” 

“Nor is it fair to prompt paying cus- 
tomers to let slow accounts take from 
two to six months longer to pay and yet 
charge the same price to prompt as to 
slow customers,” it is stated. 

Emphasizing this point, the report 
points out, “Either you or your good cus- 
tomers are paying the cost of your slow 
accounts. But whoever bears the burden, 
the granting of overliberal credit is an un- 
just practice. 

“You are unfair to any customer when 
you allow him to ‘take his time and be- 
come slow pay. You are unfair to any 
customer when you let him charge pur- 
chases when he has failed to pay his bill 
at the end of the credit period, say 30 
or 60 days. 

Recommending greater care in the analy- 
sis of slow accounts, the report states 
further, “A slow account’s failure to pay 
may be a symptom of increasing delin- 
quency with other creditors. He may soon 
become so involved that a bank or other 
loan agency could not finance him. 

“Certainly you are doing a customer 
the greatest favor in the world when you 
refuse to allow him to become a slow 
account, when you refuse to let him con- 
tinue to charge purchases when he has 
failed to pay. 


FOND DU LAC 


BETTER CALVES SINCE 1885 


For more than 53 years farmers have used our com- 
plete substitute for milk in raising calves and pigs— 


No-MILK CALF Foop 


Why not join the 1100 satisfied feed dealers who are 
now distributing NO-MILK? Write now for prices. 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Prop. 


WISCONSIN 


Ive Just Arrived 


Can Keep Me Healthy With 


. You 


NORGE 


PURE COD LIVER OIL 


@ We can furnish you with immediate 
delivery of Norge pure cod liver oil contain- 
ing the required contents of Vitamins A 
and D. Norge cod liver oil will help you 
multiply your profits. 


DEUTSCH §& SICKERT COMPANY 


730-732 GRAIN & STOCK EXCHANGE - - 


MILWAUKEE, WIS. 
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AND THROUGH SPRING 


@ Under these signs proper 
feeding is vital for maximum 
production. 

You don’t have to believe in 
astrology to know that during 
this period proteins and min- 
erals play a most important 
part in the feeding of 


Brood Sows « Young Pigs 
Breeding Layers « Young Chicks 


Feed Brood Sows for large 
healthy litters, Breeding flocks 
for eggs of high hatchability, 
pigs and chicks for healthy 
growth, by putting Red W 
concentrates in the ration. 


You’ re playing safe when you feed 
Red W Brand Digester 
Tankage 
Red W Brand Meat and 
Bone Scraps 
Red W Brand Special Pre- 
pared Steambone Meal 


Red W Brand Selected 
Raw Bone Meal 


They are formula builders 
proved by scientific labora- 
tory and feeding tests. 


Chicago, Kansas City, Oklahoma City, 
Cedar Rapids, Albert Lea, New York, 
Philadelphia, Boston, Los Angeles. 
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Sell the feed that satisfies/ 
Rides Foam has been the 


standard of satisfaction for over 26 years because it 
has these valuable features: 

@ Steam cooked by l process 
@ Easy and quick 

@ Less danger of scours 

@ Saving of 4 to Y% on feeding cost 
Also Flaked For Dry Feeding 


de’s Cream Calf Flakes, the method 
dry ga | is going over big with dealers 


everywhere, nvestigate this new dry feed, 
write— 
aT RYDE & COMPANY 
THE W. Roosevelt Rd. Chicago, Illnois 


__ THE SPOT WITH, CALVES 


When in the Market: 
For Poultry Wheat—Feed Oats— 


Wheaty Barley — Feed Barley — 
Corn= Feeding Screenings. 


Write or wire for quotations. 


HIAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


@ E. A. BLISH, Blish Milling Co., Sey- 
mour, Ind., and Mrs. Blish are back home 
after spending a vacation at Coral Gables, 
Fla. 


@ RUFUS RUNKE, Forestville, Wis., 
has installed a new feed mixer. 


@ LOUIS R. FYFE, for 30 years a 
member of the Grain & Stock Exchange, 
Milwaukee, Wis., died February 7 at his 
home following a week’s illness. Before 
coming to Milwaukee Mr. Fyfe was a 
member of the Chicago Board of Trade 
for many years. 


@ HARRY HUNTER, executive secre- 
tary, American Corn Millers Federation, 
Chicago, left recently for a business trip 
through the Southwest. 


@ LEROY ALFALFA MEAL CORP., 
Leroy, N. Y., has been organized and plans 
to erect a new building. A. W. Randolph. 
Toledo, Ohio, is president of the new con- 
cern. 


@ W.R. OWENS, former manager of the 
Montmorenci Elevator Co., Montmorenci., 
Ind., has opened a grain brokerage office 
at LaFayette, Ind. 


ae 


@ STANLEY SIMPSON, former man- 
ager of the feed department, Des Moines 
Oats Products Co., Des Moines, Ia., is 
now county agent with headquarters at 
Waseca, Minn. 


@| “All your needs in grain and feeds” |@ 


Sunset Feed & Grain Co., Inc. 


@ FEED JOBBERS e 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 
Distributors of: 
CLO-TRATE SOY-O-CIDE COXOL 
Cod Liver Oil For- The spray with the F 
tified in Vitamins Soybean Oil Base aad 
A and D (No kerosene) Coccidiosis 


~ WRITE US FOR FURTHER INFORMATION 


pain GS 


INDIVIDUALITY 
ALL BAGS VACUUM CLEANED 


WE BUY 
SURPLUS BAGS 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE 


FREDMAN BAG CO. 


MILWAUKEE, WIS. 
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MIX YOUR OWN 
BRAND FEEDS. 


Your savin on 
10, 000 to 12,000 Ibs. 


: of feed = ay for 
EASY PAYMENTS low: 


Little Giant ‘WHIRLWIND’ 


Works on vertical whirlwind owe Loads 
at bottom and_ carries — and dry mash 
to the top and whirls them into. an evenly 
blended mixture. 


Mixes 500lbs.in10 Minutes 


Only requires two minutes for each mas of 
feed and every ingredient is completely blend- 
ed. Won’t crack or waste feed. 


SPECIFICATIONS 
CONSTRUCTION: Heavy galvanized steel; 
seams welded; Logis angle iron frame; alemite 
ball bearin 7 85” high, 41” in diameter. Eco- 
nomical. erates from ¥% H.P. electric motor 
or line Fase t (gasoline engine). 

e also manufacture BROWER’S 

WHIRLWIND” Mixers 
in 1000 and 2000 Ib. sizes. Write 
for complete details and special 
introductory offer. 


BROWER MANUFACTURING CO. 
Box 2794 Quincy, Illinois 
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® NEW ROSS LUMBER & GRAIN CO., 
‘sew Ross, Ind, has been split into two 
-ivisions which will henceforth operate as 
‘he New Ross Lumber Co. and the New 
oss Grain Co. Walter Whitecotton is 
»nanager of the former and Dorman Har- 
ris of the latter. 


POULTRY HEALTH PROGRAM 

Under the slogan “‘Poultry Health As- 
surance” Dr. Salsbury’s laboratories has 
announced an intense service campaign 
for its customers and dealers during the 
1938 season. The new program incorpo- 
rates many educational service helps in- 
cluding booklets, displays, local advertis- 
ing ideas and service suggestions for car- 
rying out the measures of scientific pre- 
vention and treatment of diseases of baby 
chicks, growing stock and laying flocks. 
Posters are being supplied to Dr. Sals- 
bury’s dealers explaining the full year 
program of helpful service to customers 
and easels are now available to demon- 
strate the steps of prevention and treat- 
ment for brooding chicks. Additional ma- 
terial will be issued later. The entire pro- 
gram is being backed by consistent ad- 
vertising in state farm papers and national 
poultry publications through which cus- 
tomers are directed to the dealer’s store. 
“Progressive feed dealers,” Dr. Salsbury 
points out, “can both increase their pat- 
ronage from flock owners and demonstrate 
greater productive results from the feeds 
they sell by helping the poultry raiser 
with the disease and parasite problems of 
their flocks. Farmers with healthy, success- 
ful flocks prove to be the best customers.” 


| HONOR ROLL 19| 


All Barley Shippers 


Now is the time to get farmers to- 
gether and show them the profits in 
sowing pure seed barley—Oderbrucker 
or Wisconsin “38” preferred—because 
of their malting qualities. Beware of 
two-rowed mixtures. Mail us samples for 
analysis. Ship that next car of grain to 


FRASER-SMITH CO. 


BARLEY AND RYE SPECIALISTS 


MILWAUKEE 
MINNEAPOLIS CEDAR RAPIDS 


Grain Futures 
Exclusively 


Trade Through 
G. W. WINSTON CO. 


Grain and Stock Exchange 
MILWAUKEE, WIS. 
e 


BRANCH OFFICE 


35 Nillion 


TONS OF EXPERIENCE 


Opportunity for dealers in new fertilizer 
consuming territories. Write 


Virginia-Carolina Chemical Corp. 
EAST ST. LOUIS, ILLINOIS 


Madison, Wisconsin 
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All Farm Feeds Will Give Better Results 
IF YOU USE FISH MEAL... 


Supplies a combination of Pro- 
teins and Minerals seldom found in 
one Feedstuff. 


Write, Wire, or ’Phone us for 
delivered price—any quantity. 


THE CHAS. M. STRUVEN COMPANY 


411 National Marine Bank Bldg. Baltimore, Maryland 
e @. 

Winter Egg Production AR p T 

Increases when you feed 
Actual tests have proven its value in increasing egg — ed 
rofits have been increased by suggesting that poultry raisers 
eed Pearl Grit. It’s the double purpose limestone ration that 
gives grinding material and the necessary calcium carbonate for 

bone and egg structure. 
A great many feed mixers have taken advantage of the oppor- 
tunity to purchase both their poultry grit and calcium car- 
bonate in split cars from the same concern, thus enabling 


them to reduce shipping costs. Write 
today for details—no obligation. 


PEARL GRIT CORPORATION 


Dept. FB-28 Piqua,‘ Ohio 


FOR GRINDING, FOR BONE, 
FOR SHELL 


4 
’ 
Back of Every Bag _ 
Better Crops Bigger Profits 
| 
FISH | 
: op 
AS if ue Fee : 
if SS & CATT 
rs 
“PEARL GRIT CORPGR / 
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CLASSIFIED 


Service department for our readers. Low 
Rates: 35c per line; minimum, four lines 
including heading. Figure approximately 
seven average words per line. 


FEED EQUIPMENT FOR SALE 
Mill 30’x 60’, tile and frame construction. 
Cement basement floor; 9,000 bu. grain storage 
consisting of 6 separate bins. Storage and mix- 
ing floor on level with R.R. cars and custom 
loading platform. Private siding on Penn. R.R. 
and in switching limits of B.&L.E.R.R. 
MILL MACHINERY all in A-1 condition as 
follows: 
1—1 ton Sprout Waldron batch mixer, 10 HP 
motor driven. 
1—Sprout Waldron separator, belt driven 
1—Sprout Waldron Molasses blender, cap. 5 ton 
per hr. 15 H.P. motor attached. 
1—Molasses pump, 5 H.P. motor attached—in- 
cluding meter and piping. 
1—2,000 gallon molasses storage tank. 
1—Bower corn crusher, belt driven--10 H.P. 
motor. 
1—-22” Bower Attrition mill with two 15 H.P. 
motors attached. 
Elevators belt driven with 5 H.P. motor. 
Will sell mill and equipment as a unit, or will 
sell machinery separately. Any reasonable cash 
offer considered. Reason for selling—other inter- 
ests take up time. Write J. A. ADAMS & SONS, 
Mercer, Pa. 


FEED MIXER FOR SALE 
One ton capacity—fiour level feed—has motor 
~-latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter--grader——polisher—aspirator, ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 h.p. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 
Super Hammer Mill, 75 h.p. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


Avoid Coccidiosis 
And other chick diseases by adding 
UNIVERSAL YEAST 
To your starters and growers. Free formula 
service. 
Rice Laboratories, Inc. 
Dassel, Minn. 


BUSINESS FOR SALE OR RENT 
Flour, feed, seed, grain and coal business 
located in North Central Wisconsin. Good dairy 
farming territory. Excellent opportunity—Easy 
terms. Write HN-21 c/o THE FEED BAG, 
Milwaukee, Wis. 


you have an established feed territory in Ohio 
or Indiana and are interested in bettering your- 
self or increasing your income, get in touch 
with us at once by answering this ad. You can 
write your own ticket if you can fill the above 
requirements. All answers will be held in strict 
confidence. Write MH-281, THE FEED BAG, 
Milwaukee, Wis. 


FEED SALESMAN WANTED 
We have an opening on our sales force for a 
good feed salesman in Ohio. Complete line of 
good feeds and concentrates. Reputable organ- 
ization. Write HM-742, THE FEED BAG, Mil- 
waukee, Wis. 


GRINDER FOR SALE 
Offer for quick sale one 3 W-22 Gruendler 
Whirl Beater Grinder direct connected to 60 
H.P. motor. First class condition $500. D. E. 
Hughes, Walyland, Michigan. 


@ MORRISON & DUNHAM feed store, 


Banbury, Conn., was visited by yeggs re-- 


cently who blew open the office safe. They 
obtained only $8.00 in cash. 
TAKE OVER FIRM 

Rapids Machinery Co.. Marion, Ia., has 
acquired the Handy Sack Baler Co., also 
of Marion. Manufacturing of Marion 
mixers will be continued at the Handy 
Sack Baler plant along with other products 
of the Rapids Machinery Co. 
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@ FRANK HOLT, Chicago, representing 
the White Laboratories, Inc., Newark. N. 
J., on Clo-Trate cod liver oil, is back 
calling on the trade after spending many 
months at a hospital and at home recov- 
ering from severe injuries received in an 
automobile accident. 


@ MOELLER & WALTER, INC., Rein- 
beck, Ia., have purchased the Dinsdale 
Grain & Lumber Co., Dinsdale, Ia. Har- 
old Hoeppner has been appointed manager. 


JANUARY FARM INCOME 

Farmers’ cash income from sale of farm 
products in January totaled $603,000,000, 
as compared with $675,000,000 in Decem- 
ber and $638,000,000 in January, 1937. 
About the usual seasonal changes from 
month to month from farm marketings 
are expected from now until mid-year. 


APPOINTED DISTRIBUTOR 
Sprout, Waldron & Co., Inc., Muncy. 
Pa., has appointed the Pittsburgh Gage 
& Supply Co., Pittsburgh, Pa., as exclu- 
sive distributor for its line of power 
transmission appliances for the Pittsburgh 
area. 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 
Maney Bros. Mill and Elevator Co. 
MINNEAPOLIS, MINN. 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications j 


WE EAT 40% MORE FEED 


From Universal Cardboard Feeders 


In a 3-week test, er 1 day old 
chicks, those fed from Universal Cardboard Feed- 
ers ate 40% more feed than chicks using metal 
feeders. They could not kick and waste feed or 
pollute it from droppings. They ateit! Poultry 
raisers buy new Universal Cardboard Feeders for 
each brood, buy feeds and supplies from dealers 
whose name is printed in advertising space on 
feeder. Write for PLAN that tells you how Uni- 
versal Feeders can belp increase sales and profits. 


GENERAL DISTRIBUTING CO., Inc.,Box A. Newton.Kans. 


Ground Oat Groats 


Low Fibre Content 


NORTH EAST FEED MILL CO. 
MINNEAPOLIS, MINN. 


MILLFEED— CLEARS 
KANTAR FEED CO. 


Corn Exchange Building 
MINNEAPOLIS, MINN. 
2A 


DAKOTA MILLING CO. 
Mixed or Straight Cars 


MILL FEED . . . FLOURS 
510 Hodgson Building 
MINNEAPOLIS MINNESOTA 


HAY and MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us | if interested. 
Either Prompt or deferred Linseed Meal. 
Save Money. ‘Stand by Stan.” 


A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


«FOR FEED CALL” 


“Stormy” 


IOWA FEED CORP. 
Phone 45177 Des Moines, Iowa 


COTTONSEED MEAL 
LINSEED MEAL — KENT 
BABY BEEF SUPPLEMENT 


BARGE — RAIL —- TRUCK 
Mississippi Valley Grain & Feed Co. 


Muscatine, Iowa 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


Newsome Millfeed Co. 


MILLFEED JOBBERS 


624 Dwight Building 
KANSAS CITY MISSOURI 
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} MPLOYMENT BUREAU 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


Elevator manager or feed salesman. Experi- 
p rience in handling cooperative elevator affairs 
aso livestock and shipping. Thoroughly ac- 
«iainted with grain and feed trade. Age 48 
y ars, married, one child. Refer to No. 1172. 


MILL MACHINERY 


| Get our New Low Price on the 1938 we 
Model Feed Mixer with all latest im- i. 


provements. Write for details. 


Sales, office or management position in mill- 
ing business, 25 years’ experience. Excellent 
reference. Age 55, married, one child. Refer 
t» No. 11738. 


University Graduate wishes position as ac- 
countant, auditor or executive. Excellent refer- 
ences. Age 85, married. Refer to 1201. 


Everything for Mill and Elevator 


Sales or office position in feed business. Feed 
dealers son now in employ of father desires FEED MIXER THE DUPLEX MILL & MFG. Co. 
position in feed jobbing or manufacturing office SPRINGFIELD, OHIO 
preparatory to developing into sales position. 

Refer to No. 171. 


Manager, grain or feed business. Southern 
states preferred. 3 years experience, well recom- 


mended. Age 26, married, three children. Refer _ |} - an 

O || ROLLED Oats 

POSITIONS AVAILABLE raer rrom | 
Salesman to sell full line manufactured feeds 


_ age, experience and previous earning capacity. STEEL CUT OATS 
| WHOLE OAT GROATS 
Salesman wanted—also District supervisor | —— 7 SAFE H FEEDING OAT MEAL 
insecticides. Refer to No. 2081A, The Feed Bag. OAT GROAT FLOUR 
PULVERIZED OATS 


| Waterloo Mills Company 
How Checkerboard Feeds | @ Wholesale Flour and Feed 


Got Their Name | Waterloo, lowa | | Des Moines Oat'Products 


Impressions received as a young clerk CARLOADS . . TRUCKLOADS | Company 
in his father’s store in southeastern Mis- L. D. Phones 27 and 28 | DES MOINES, IOWA 


souri inspired William H. Danforth, 
founder and present chairman of the 
board of the Ralston Purina Co., St. 
Louis, Mo., to adopt the checkerboard 


design which identifies the firm’s feeds and D 

other products. ENVER 
“Among the many articles we handled 

in our store,” he explained, “were old A 

fashioned calicos and sturdy ginghams. L FALFA 

Along in the spring of the year business 

picked up in this line of goods and cus- ME AS 


tomers swarmed into the store to buy BUY N OW 


dress materials. From the same bolt of 
cloth would be made shirts for father and 


all the boys and the dresses and aprons Green 

for mother and all the girls. Fresh 
“Most of the women who traded with als 

us chose modest patterns and varied them Nutritious 


from year to year. But not Mrs. Brown. 
In all the time she bought from us she 
never swerved from her standard. She 
always insisted on a heavy bolt of red 
checked gingham. And you can imagine 
the appearance of the Brown family when 
they came out in their new spring ward- 
robe! 

“Before long the Brown family in that 
community became indelibly associated 
with red checkerboard gingham, and from 
that family I learned that to make a thing 
stand out you have to dress it to fit the 


ALL GRADES and GRINDS 


RAISES FINE CALVES 
AT LOWEST COST 


part.” BLATCHFORD CALF MEAL CO. 

| Years later when Mr. Danforth decided 20 Madison Street Waukegan, II. Th D Alfalf 
to enter the feed manufacturing business, 4 enver alta 
he remembered how a Brown was never Ale 
mistaken for anything else in the com- Milling & Products Co. 
munity and accordingly dressed his prod- LAMAR, COLO. 


ucts so they would never be confused with 
others. Thus was born the checkerboard 
feed bag which has been used consistently 


by the company for 43 years. 


Merchants Exchange: 
ST. LOUIS 
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RIEBS VIEW 


Vol. 6, No. 3 March, 1938 Milwaukee, Wis. 


WISE ECONOMY 
Ship Us Your 


MALTING BARLEY 
And Let Us Sell You Your 


FEED BARLEY 
and OATS 


It Will Pay You to Get Our Quotations 


THE RIEBS CO. 


Grain and Stock Exchange 
MILWAUKEE WISCONSIN 


* 


S$KIM MILK 


DRIED * 


BUTTERMILK 


You can depend on us to 
live up to our reputation as 
“The Milk Man of the North- 
west.” Complete stocks on 
hand at all times. 


PROMPT AND FUTURE SHIPMENTS 


LA BUDDE FEED & GRAIN Co. 


741 N. Milwaukee St., Milwaukee, Wis. 


Profitable Feed Grinding 


Feed Grinding becomes really profitable when you operate a 
machine that turns out strictly uniform feeds at all times with 
the least cost for power, lubricants, labor and repairs. You are 
assured of such performance when you install a UNIQUE 


Hammer Mill. 


UNIQUE HAMMER MILL 


A Feed Grinder that assures 
greatest profit because of its most 
efficient, economical operation. 


Built stronger, requires less power, grinds faster and is more 
convenient to operate than any other Hammer Mill. 


When you consider that there are over two thousand UNIQUE 
Feed Grinders in successful operation in all parts of the country 
—you can feel secure in selecting them for your requirements. 
They are built in various sizes to meet individual capacity require- 
ments. 


We build a complete line of Feed Mill Equipment. Write us. 


ROBINSON CO. 


74 PAINTER ST. MUNCY, PA. 


TRACE MINERALS 
TIOW EASY 


ee ogeny have shown that minute quantities of 

iodine and manganese are needed by poultry and 
animals. Limestone Products Corporation now gives 
you an easy method of adding these two minerals to 
feeds in the small quantities required. 


IODIZED CALCITE 


A precise combination of potassium iodide and cal- 
cite flour. Mixed fresh as ordered—no loss of iodine 
content due to storage. 


MANGANESED CALCITE 


Calcite flour combined with manganese sulphate in 
the exact ratio you want. 

These precision-built mineral supplements are as 
easy to use as ground limestone. They provide a 
simple, economical, accurate way to put these im- 
portant “‘trace”’ minerals into your feeds. 

Write or wire for quotations, samples, and information. 


LIMESTONE PRODUCTS CORPORATION OF AMERICA 
NEWTON, WN. J. 
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They may look 


alike but they don’t taste alike 


tw Vitamins A ano 0 
for Poultry and Live Stock 


ULP- YELLOW- MAK LAE 


CLO-TRATE 


is guaranteed to contain 
not less than 3,000 U.S.P. 
units of vitamin A and 
400 chick units of vita- 
min D per gram. And 
every batch is tested on 
both chicks and rats be- 
fore shipment. 


OUR wife will tell you there is a difference in canned peas. 

Two brands may sell at the same price but she prefers the 

kind that is plump, tender and sweet. She appreciates “‘hid- 
den quality” which you can’t see on the label or in the advertise- 
ment. 


A similar difference exists in oil supplements which you use for 
adding vitamins A and D to your feeds. They may have the same 
potency guarantees and appear of equal value but give quite 
different results when fed to ehickens. “‘Good intentions” can never 
substitute for rigid control throughout production, exacting 
bio-assays and thorough research, all of which are necessary for 
producing dependable vitamin oils. 


You can have confidence in CLO-TRATE because it is made by 
one of the world’s largest manufacturers of vitamin products. 
Nothing is taken for granted in its manufacture. Every step in its 
production is checked by rigid modern methods. The “hidden 
qualities” in CLO-TRATE show up under severe feeding condi- 
tions. Use CLO-TRATE in your feeds and obtain dependable 
vitamin A and D fortification. 


WHITE LABORATORIES, Inc. 


Formerly HEALTH PRODUCTS CORPORATION 
Manufacturers of... Cod Liver Oil Concentrate Products 
NEWARK, N. J. ST. LOUIS, MO. 
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KING MIDAS FLOUR 


\” EAR after year King Midas flour con- 
“ tinues its forward march and it has be- 
come a habit with King Midas dealers to 
establish new sales records. King Midas flour 
sells easily because its outstanding quality 
attracts and pleases the housewife, resulting 
in profitable repeat business. King Midas 
dealers, both old and new. heartily subscribe 
to the axiom that quality is the only sure foun- 
dation for permanent success. 


MINNESOTA. 
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